
























BOOT and SHOE - 


i More Great 

pr RECORDER ~ 

Sold Shoe 

Right Weekly 

with which is combined Sai) )= THE SHOE RETAILER 
SOTA, 
Division of United Wy Business Publishers, Inc. 

Vol. XCVII April 12, 1930 No. 5 








To Protect Purchasing Power 


RUE wealth is in people’s wants and in the sat- 

isfying thereof. What happens when we interrupt 

buying power? Let us look at this problem 
through a pair of eyes that have recently seen a generous 
section of the industrial parts of the country. 

Slackened business inevitably brings about slackened 
work. When workers in mills and factories are thrown 
out of work, many small, individual employers are power- 
less to continue all of their workers and the result is 
that employment wages in every line of industry, right 
lown to retail stores, topple over. It runs from industry 
o industry—from business to business and the retrench- 
ment oftentimes is more drastic than necessary. Each 
littie business feels that it must save itself and lops off 
expense regardless. 

Robert H. Lucas, of the Treasury Department, Wash- 
ington, says: 

“No nation can enjoy greater prosperity than comes 
through the employment of all its workers. It is the 
primary purpose—the first duty of the Government— 
to so conduct affairs of the nation as to bring about 
maximum employment. 

“Take one worker off the payroll and you eliminate 
the buying power of five people. Take one million off 
the payroll and the business of the country is seri- 
ously disturbed. If we could have, by spontaneous 
action of all employers, a return of national employ- 
ment, business would become normal by next Saturday 
night.” 

Most of these workers lived right up to the pay en- 
velope handle and are deeply in debt because salesman- 
ship back of installment payments have made the desire 
for goods bigger than their capacity to pay for them. 

We have seen thousands of men hanging around 
factories, mills, etc., with a queer look of detachment on 
their faces. They have been separated from their ma- 
chines and they know not what to do. They are like 
shelterless creatures who have always been provided for 
and who are now up against a strange, terrible situation. 

There is a menace in this new form of unemployment 
and it had better not be of long duration. There are 
many Communists at work, teaching new theories and we 
noticed this very particularly at one plant where the 





head of the business rode down in a chauffered car and 
had to push his way through a mob at the gate, clamor- 
ing for work. He happened to hear some of the com- 
ment and it was rather ominous. 

But our sincere hope is that the evidences of unem- 
ployment we now see will disappear as the sun rises 
with the warmth of spring and encourages people to 
desire things. This is no time for extreme thrift on the 
part of those employed and those possessing much 
money. 

T is true that national and state governments have 

done a wonderful thing in speeding up road building 
in construction. The public utilities have been pouring 
money into improvements that readily translate them- 
selves into work and wages. The steadying influence 
of the farmer, who is going right ahead—ploughing 
and planting in a normal way, is something to be 
nationally appreciated even though many of them see 
no real profit other than a living. 

That problem of unemployment in factories and mills, 
that tosses on to the street helpless units of society, 
who are unable and unwilling to adopt themselves to 
other jobs—that is, indeed, a problem. Machines make 
problems and this one of unemployment can be, in time, 
most serious. 

We found out on this whirlwind trip through the big 
industrial circle of the country that many a shoc store 
needs soap and water and paint for a refreshment. \We 
found many an awning torn and tattered—many a 
vacant lot filled with paper and rubbish. Certainly there 
is a welcome do!lar to be spent to give some willing 
person some employment. If the merchants of a town 
would organize some sort of method of casual employ- 
ment for the emergency of the moment, it might prove 


a lasting benefit to the town as well as a very useful 


correction of this new form of unemployment. 
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Was Merchant Green in the Wrong? 
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The &wvidence 
By HAROLD WHITEHEAD 


“A trial is in its substance a struggle, a 
battle in a closed arena. It is a shock of 
contending forces, a contest which may 
arouse the fiercest passions. ... Faith- 
fully reported, a trial is a living picture, 
it brings us nearer to life than the best 
literature; you hear the voices; it is 
life itself.’—Sir JOHN MacDone.v: 
“Historical Trials.” 
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MONG the cases of “The People 
against—” that have been tried in the 

Business Crime Court are some so perti- 
tinent to the problems of business men that they are 
of vital interest. 

Keen cross examinations by prosecution and de- 
fense have brought out sidelights on the merits of 
these cases tried that reveal important principles of 
business practice with startling clearness so as to 
challenge the attention of merchant and manufac- 
turer alike. Many of the circumstances surround- 
ing the cases can be paralleled in every day busi- 
ness life. 

While the verdicts have created disturbance in 
several important quarters, the sentences imposed 
by the learned Judge have aroused so much con- 
sternation that bills are pending before the Legis- 
lature aiming to set aside some of the verdicts as 
unconstitutional, and coming under the head of 
cruel and unusual punishment (Article VIII, 
Amendments to the Constitution). On the other 
hand, some acquittals have surprised the general 
public. Truly, the records of the Business Crime 
Court constitute a series of surprises. 

Perhaps a good case to begin this plain report of 
remarkable cases, one that aroused considerable 
comment at the time, is the case of The People 
against Charles Green. 


’ 


“THIS action was brought against Green at a time of 

business prosperity although there had been rum- 
blings of a business depression following a heavy break 
in the stock market. There was general surprise at the 
indictment for no one expected the case would come to 
trial. 

On the duil January day when the case came up for 
trial, Judge Braddock took his seat at 10 o'clock exactly. 
District Attorney Flinn represented the People and 
Morely Abbot was counsel for the defense. 

After the Court attendant had droned his usual “Hear, 
ye, hear ye, hear ye, all ye who have business draw near, 
give attention and ye shall be heard.” Flinn, the District 
\ttorney wasted no time but with a quick appraising 
eve glanced at the jury and began. 

“May it please the Court, Gentlemen of the jury. You 
are called upon as citizens of this state to say whether 
the defendant, Charles Green, is guilty of the crime of 
injuring the businesses of various people with whom he 
trades—and therefore is guilty of the serious crime of 





Would You Convict on This Evidence ? 








interfering with the rightful development of business 
welfare. 

“We shall endeavor to show that the prisoner Green 
has by the neglect of his lawful business and by the mis- 
use of funds of his business caused loss to his vendors 
and thereby helped to increase the already high cost of 
distribution. 

“Gentlemen, I will not recite the details of this man’s 
operations. You shall hear of them from the people most 
concerned. 

Flinn then sorted over the pile of papers he had taken 
from his brief case and looking at the Court called, “Mr. 
Crovelly.” 

The first witness was an elderly man with white side 
He walked briskly to the witness stand and 
after being sworn in by the Court Clerk sat down facing 
the District Attorney. 

“Your name?” asked Flinn. 

“John Ambrose Crovelly.” 

“You are a wholesale merchant in this city.” 

“Yes sir.” 


whiskers. 


“How long have you been in business?” 

“Well, I’ve been in the business for thirty-five years 
although the firm of Brown and Crovelly has been in 
existence over seventy years.” 

“Do you know the defendant, Green?” 

“Yes, done business with him and his father before 
him.” 

“How long has the defendant been buying from you °" 

“About seven or eight years.” 

“Ever since his father died?” 

“Yes sir, we were glad to extend credit to him because 
his father—” 

Abbot jumped up. 
relations have nothing to do with this case.” 


“We object, the father’s business 


“Objection sustained,” ruled Judge Braddock. ‘Strike 
out that remark.” 

“Very well,” said Flinn. “Now tell us in a few words, 
Mr. Crovelly, what your relations have been with the 
defendant. 

“Well sir, for four years, I should say, Mr. Green 
did a nice business with us; and always discounted his 
bills, then he began to lose them and while our credit man 
did his best—” 

Abbot: “Objection. 
for himself.” 

Judge Braddock: “1 think I must overrule the objec 
tion. The credit man is in the employ of witness who 1s 


The credit man must say that 


[TURN TO PAGE 84, PLEASE| 
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ummer Sport Togs 


But footwear reflects new color influence in 
variety of striking effects 


ODAY our American woman is perhaps the smartest and most can 

creature of any that has yet existed. When the feminine sports mo 

came into the fashion picture Miss America saw a new and very advant 
geous background styled for her express purpose. Here, indeed, was an opp 
tunity where no matter how uncertain the age, or whether t! 
hair was blond or gray, the American woman would at |: 
express the youth she cherished or envied. 

There is no place where the stage is so well set for admii 
tion or sports accomplishment as at the winter and summ 
playgrounds. The continued interest in tennis and the vogu 
of tennis toggery, such as the tailored “shorts” and the cay 
sleeved blouse, directs a new interest toward active and saunt 
footwear. 

Washable dress fabrics, such as linen and cotton, are hig! 
lighted in white. Black and white, which is so very smart i: 
this season’s program, is carried out in the morning and spe 
tator type clothing. 

The introduction of dark gloves and hat is a spring mod 
and the shoe complementing the costume is being featured i1 
white and black kid; this is a high style trend 
today. The town suit of black or deep oxford 
is worn with the white shoe, tip and quarte1 
detail being often of black. This fashion is very 
significant of the white shoe trend for the 
summer. 


S color is coming into active sports, som« 

very unusual effects are coming into sports 
footwear. The introduction of colroed lacings 
and eyelets in tennis types, new sole effects and 
also colored brogue effects are noteworthy. It is 
anticipated that the two-toned sports shoe of 
smoked elk and calf in perforated and unlined 
types will be a volume shoe. The coast has 
already featured much of this type of merchan 
dise in popular grades, with gratifying results. 

The promotional work done by medical science 
in teaching the appreciation of sunshine and 
health and the importance of allowing the body 
to breathe and react to violet ray has changed the 
sports frock of the American woman. 

The wearing of undesirable fashions by the 
active American is today almost an impossible 
happening. When the woman of today decides 
that a fashion is not right the fashion becomes 
obsolete and is in the discard. Today the young 
girl and the youthful matron enjoy without 
restraint of ill adapted apparel thrilling sports 
and the accomplishment of feats and games. 
Active sports including tennis, golf, riding, 
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Madame Hamilton Jeffries 


to Stress Simplicit : 
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Trend in sports apparel also points to 
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mo archery, handball, yachting and deck games, are forecast for their big- 

anti- gest season. The refining of sport shoe patterns, the special treatment 

ppor- of detail trim, and the new interest in rubber soles and composition 

T tl paint a very interesting picture. 

t last ecause of the continental interest in tournament, 
tennis, fashionables are vieing with one another to 

nir obtain exclusive tennis toggery. As it is necessary to 

nin have quarter and vamp support for active play, trims 

osu are contrasting lines and inserts which accomplish the 

Ca] swank and swagger of the active sports mode. 

Inte 

ECAUSE of the vogue of green, creators of tennis 

ugh and deck footwear are making special orders in 

ti all over green linen ankle ties, while others are using 

- colored eyelets and shoe laces to match. The colorful 
beret or loose scarf about the neck is in match to the 

ode evclet and shoe lace. Crepe, gristle, composition and 

I in fibre soles are all used for active wear. The use of 

end ajpropriate novelty designs in one and two tone sole 

— treatment seems to have helped the merchandising 

rter oi many well known rubber soles. . 

er) It must be remembered that the regulation goli & 

the s}ioe should not have too high or too slender a heel, © 

many green keepers object to heel marks on the 

putting greens and teeing grounds. The combina- 

~ tion heels featuring a lift of rubber, a few lifts of 

on leather, and a rubber top lift gives a sports shoe a 

SS sophisticated grace. Ventilated footwear is trying 

nd hard for popular acceptance, as is the new oxford 

a styled tennis boot with beige and white combination 

es rubber trims. 

ed Special shoes for occasional wear should be shown 

et in every high grade retail shop. Many times an 
attractive and unusual pattern, placed in a sharp 

- position calls direct attention to store merchandise. 

lor example—the hosiery counter, a shoe placed 

id ma small table at the elbow of the customer often 

ly brings a new buying enthusiasm or an expression of 

ad admiration which later may be translated into an 
extra pair sale. 

The arranging of a nook with a square of green 

le vrass, a garden seat, colorful awning umbrella, also 

‘a volf bag, tennis racket, or merchandise which relates 

' to the sport, creates a desire to possess. The value 

5 of appeal and the desire which can be created by 

. color and color harmonies properly timed and mer- 

, chandised, has hardly been recognized in the shoe 
industries. Hence when white shoes are on dis- 
play, patterns may be brought out by sharp back- 
grounds of brilliant red or full strong blues. 

0 
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The Army fits every 
soldier with weight- 
carrying load. 















































James H. Stone, manager, National Shoe 
Retailers Association, writes: 


“The Recorver has been doing a very 
splendid piece of constructive work in be- 
half of ‘Getting More Shoes Sold Right’ 
in promoting through successive issues of 
the journal recently the plan for a ‘Foot 
Health Week,’ 

“Our Association, recognizing the value 
of the idea and the importance of getting 
it across to the largest possible number of 
consumers, will devote a substantial part 
of its radio broadcast on Wednesday 
evening, April 23, to ‘Foot Health Week’ 
in connection with our educational cam- 
paign on men’s shoes. 

“Our programs will contain a few essen- 
tial facts directing the attention of eight 
million consumers who will tune in on our 
broadcasts to simple remedies that will 
enable them to keep their feet in a more 
healthy condition. 

“We suppose that there has never been 
before in the history of our industry a 
similar message that has, through the means 
of radio broadcasting, ever reached this 
many consumers of shoes at one time. We 
are hopeful that our cooperation in promot- 
ing ‘Foot Health Week’ will result in mil- 
lions of people realizing, as they never have 
before, the importance of the proper care 
of the feet, of always securing the proper 
fit and of wearing the right shoe on the 
right occasion.” 


«« Get Ready !— 


HE purpose of Foot Health Week is to focus 

attention upon the importance to health of 

keeping feet well and comfortable, and t 
create interest in the art of walking. 

This accomplished, the sponsors of the week will 
consider it a success. But Foot Health Week can 
be an era to sell more footwear, feature shoes and 
foot health accessories. Every shoe retailer in 
America would do himself proud to tie-in, whole 
heartedly, with this nation-wide movement to put 
men, women and children on healthy feet. 

Use these tools—to encourage interest. 


No. 1—The Radio. 


Listen in on the nation-wide broadcast on Foot 
Health Week, on Wednesday evening, April 23, in 
connection with the National Shoe Retailers Asso- 
tion’s campaign on men’s shoes. The N. S. R. A. 
expects to reach eight million consumers by this 
broadcast. 


No. 2—The Newspapers. 


A Foot Health Section in the leading 
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Foot Health Week, April 20-26 


paper is an appropriate place to tell your story in un 
advertisement and editorially as well. The newspapers 
have already been told about Foot Health Week and, 
therefore, they are primed for your message. 


No. 3—Your Windows 


loot Health Week signs, cards, and literature are 
efiective items of publicity. Put in a display featuring 
Valking for Health,” and show your types of correct 


shoes. 


._4—Direct Mail 


Select outstanding citizens and write them the mes- 
save of Foot Health Week, on a postcard or in a letter, 
d insert booklets and health talks. 


». 5—Good Will Exhibit 


A fellow Kiwanian, Rotarian, or Lion runs a haber- 
dashery or clothing store down the street; he does not 
sell shoes but you do. Ask him to exhibit Foot Health 


\Veek cards in his window. 


i 
4 


es 
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No. 6—Parcels Go Out 


Another pair sold? Slip in a package insert  stress- 
ing the necessity of better footwear for health, wealth, 


and happiness. 


No. 7—Foot Health Talks 


Send a speaker who knows the facts to address the 
M. & Y. W. 


Have a local foot 


service clubs, school children, parents, Y. 
C. A.’s, policemen, letter-carriers. 
authority to represent you in lecturing before these 
vroups. 
No. 8—Perfect Foot Contests 

Offer a prize for the most beautiful feet in your town. 
Select prominent citizens as judges, include the mayor, 
health officer, podiatrist, physician, and visiting nurse. 
No. 9—Poster, Slogan, or Essay Contest 

These are always a success. The students in the 
nearby colleges, prep schools, and public schools are 


eager to compete. Judging by special committee and 


prizes to be awarded by local organizations. 


| TURN TO PAGE 72, PLEASE] 


Harold C. Keith, president of the National Boot and 
Shoe Manufacturers’ Association writes: 


“I certainly do endorse Foot Health Week which 
comes April 20 to 26. 

“The greater percentage of both men and women 
have foot ills which require very careful shoe fitting. 
Shoe retailers know that this is so but many of them 
do little about it. 

“This is curious for we in the industry know that 
the best customer, the kind that repeats season after 
season, is the man or woman who is being well fitted 
regardless of difficulties. That person incidentally 
buys a conservative or staple shoe such as dealers 
like to sell. 

“This is sufficient and proper background for cordial 
support of this Health Week idea. A year ago the 
effort was decidedly worth while. It should be much 
better this year. 

“Thank you and all others associated with you in 
this fine cooperative undertaking.” 


Alfred W. Donovan, former president of the New 
England Shoe and Leather Association, says: 

“Again allow me to congratulate you on your in- 
terest in the work of making the general public more 
foot conscious. 

“I agree with you that the time devoted to foot 
health is very much worth while, and it is surely the 
best sort of propaganda for the public, also an ex- 
cellent piece of work for the shoe trade as a whole.” 


The manufacturers of practically every nationally 
known shoe which is based on foot correction have 
registered approval of the nation-wide Foot Health 
Week. 
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What, No Profit ! ! 


HI entire world shows falling commodity prices. 
The majority of these falling schedules are in bulk 
commodities. Goods that can be made by setting a ma- 
chine to a gauge and just grinding out millions of units 
lend themselves readily to the theory of falling prices. 

We have not as yet had shoes in this category. There 
is something in a shoe, its complicated manufacture, its 
variety of sizes and its thousand and one variations of 
pattern, design and color that makes it an article of 
selection and not one of mass volume, influenced in a 
major way by the table of declining commodity values. 
And yet, shoes are being considered mass products of 
mass distribution. 

Let us suppose that commodity prices can continue 
to decrease. Let us further suppose that they can 
decrease to the point where factories might give away 
shoes for the asking. Let us even go one step beyond 
that and suppose that shoes could be built and a pre- 
mium of $1.00 a pair given to the merchant who comes 
to the factory and takes them away. How absurd! 
And yet, not more absurd than a situation we are fast 
riding down upon. 

By and large the industry over, we have reached the 
point where there is no profit to be had in tanning, no 
profit in manufacture and no profit at retail except a 
wage profit. That point is not so far away in shoes. 
One of the first indices of it is the impossibility of get- 
ting bank money to enter in any of the branches of the 
shoe industry. Now bank money only wants a small 
return of capital for its use as a tool of trade. Speak- 
ing by and large, bank money is cut off from the shoe 
trade because of the risk of not getting the return and 
perhaps of not getting the principal back. 


40 





When do we reach the point where, by and larg:, 
there is no money in tanning, in manufacture and at 
retail—when the trade forgets completely that the pu 
pose of business is profit? When the trade thinks o 
competition alone and ftghts to get under the price o 
all competitors, no matter who suffers—what then 
We feel that time has just about arrived. 

What, then, is to be done? Painfully, slowly an 
progressively—this one thing—a return of courage an: 
a return of craftsmanship and an industry standing by 
the fundamental principle—the purpose of business 1 
profit. Better times, by and large, will come when n 
operation is undertaken, no tanning, no manufacturing 
no retailing that does not make a profit for the indi 





vidual business so engaged. The road upward is not 
easy—but it can be achieved. A new pride in shoes 
as works of art and human service will develop an 
appreciation expressed in price. Better shoes,. bette: 
craftsmanship and better service in stores will elevat« 
the entire business in profit and prestige. Whatevei 
the “times” there is money enough for good shoes and 
good service—both worthy of price and profit. 


4 tn ty 


Bootlegging Shoes 


N times of stress, trade evils appear. 

We have heard tell of automobiles being boot- 
legged for cash. Maybe they are the overstock of sell- 
ing agents who are in dire need of quick money. We 
have heard of shoes being sent out on consignment and 
of factory overstocks being sold in bulk for cash. 

This anarchy in business we have with us always. 
Maybe we see a little bit more of it now but it is not a 
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major evil as such. The thing we have in mind to 
expose is the dumping of cancellations, factory rejects 
and dishonest shoes. 

A merchant who has made an investigation finds 
that some of these bargain offers are being “salted” 
with shoes bearing the names of very reputable mer- 
chants from all parts of the country. Some manufac- 
turers were found to deliberately stamp sock-linings 
with dealers’ names and to pack the shoes in cartons 
hearing these outstanding shoe names and then selling 
the lot to sample shoe stores and bargain basements, 





shoes are up to the standard of high-grade store selec- 
tion—and purposely sold to deceive. The ethics of an 
industry bear watching in times of difficult merchan- 


dising. 
4» 4 


Footpaths Not Absurd 


HEN E. A. Filene spoke in behalf of the pedes- 
trian at the annual meeting of the National Boot 
and Shoe Manufacturers’ Association, there were many 











with the intention of deceiving the public as to the 
offerings. In some cases, this merchant discovered the 
labels and names on the cartons were of unknown 
existing stores with high-falutin’ addresses. 

If we can trace a deliberate attempt to use one of 
uur subscriber’s labels in sock linings to such dishonest 


purpose, we will go the 
legal limit with the offen- 
der. 

We often wondered at 
shoes on department store 
tables—San_ Francisco 
names on general bargain 
table, and Palm Beach 
stamps on sample _ shoe 
store merchandise. Some 
of this merchandise natur- 
ally comes through legiti- 
mate channels — cancella- 
tions after the shoes are 
made and_ returns for 
cause. It is natural to 
find such merchandise on 
bargain tables, but our 
fight is with the false prac- 
tice of inferring that the 



































Yes and No 


YES—THERE IS NO BUSINESS. 

YES—NOBODY HAS ANY 
MONEY. 

YES—BUSINESS IS ROTTEN. 

YES—EVERYBODY IS GOING 
BAREFOOTED. 

YES—THE COUNTRY IS GOING 
TO HELL. 

I daily hear these tales of woe, while 
the retailer weeps on my shoulders, 
and I weep with him, because I like 
to be congenial and a good mixer, 
BUT—the Filene Company of Boston 
ran a sale of men’s shoes in their base- 
ment on Tuesday last at $5.95, and 
they were good shoes, and 70 clerks 
on the floor permitted customers to 
wait on themselves, and wrapped up 
1600 pairs of men’s shoes for one 
day’s selling. 

NO—THERE IS BUSINESS. 

NO—ALL THE MEN ARE NOT 
GOING BAREFOOTED. 

SO—STEP ON IT—WAKE UP— 
BE ALIVE—THAT’S ALL. 

There is no further moral. 

H. E. HAGAN, See’y, 
Massachusetts Shoe Retailers’ Ass’n. 


Business is going to be very bad in 
1930 for some firms. Business is going 
to be exceedingly good for many firms. 
So it has been for the past thirty years 
I have known anything about the shoe 
industry and in all probability so it will 
be next year, the year after and thirty 
years hence. Nevertheless, the shoe in- 
dustry has ‘ts full share of fine automo- 
biles, good homes, etc. 


Zot OT iba 


President. 


comments—‘‘impossible,” “‘absurd’”’—*“‘too late”—ete. 
The idea may be thrown down by the shoe trade 
(which might be aided most) and be taken up by asso- 
ciations (that might be aided least). At the conven- 
tion of the American Society for Municipal Improve- 
ments, held in Philadelphia recently, the right of the 


pedestrian to traverse the 
country roads without con- 
stant peril from motor cars 
received some recognition. 
The city engineer of 
New Orleans, Bryson 
Vallas, advocated side 
roads for pedestrians and 
then the Society adopted 
the resolution urging ever 
member to work with pub- 
lic and State officials to 
insist that provision be 
made for sidewalks with 
every road built. The con- 
vention also voted to have 
the matter agitated in all 
engineering and municipal 
papers. New Jersey votes 
permits for side roads. 
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Jack flared up. 





ADVENTURES 





IN 


PERSONAL TRADE—Its Good Unless It's Spoiled 


a 


66 ELLO!” 
“Hey, bums. 
off your feet.” 

“Plop! What a relief! 
early tonight so we . 
out of hearing. 

Jack Haley was the most popular salesman in 
3owman & Sons shoe store, judged by the num- 
ber of “personal calls” he had. And nothing 
pleased young Charley Bowman more than to 
have customers call for some particular salesman. 

“Dad,” said Charley, “I’m not jealous but it 
makes me sore. Here I’ve been in the store 
longer than Jack has; I’ve worked hard to please 
customers, and still I haven’t half the call trade 
he has. Something’s wrong!” 

“Yes, sir, something’s wrong,” Jim Bowman 
answered dryly. “I’ve been intending to speak 
to him about it for some time.” 

Charley was not quite sure how his father meant 
that remark but he went on: “All right, let’s talk 
to him now. No time like the present!” 

“O. K., son. What do you think I ought to 
tell him ?”’ 

“Oh, pat him on the back and tell him we ap- 
preciate—you know what I mean.” 

“Something about the value of a salesman who 
works up a good call trade, I suppose. Call him 
into the office, Charley, but—but let me do the 
talking, won’t you?” 

When the door had closed behind them Jim 

Bowman cleared his throat uneasily and said: 

“It’s about your personal trade, as you call it, 
that we wanted to talk to you, 
Jack.” 

“Yes, Mr. Bowman,” Jack 
spoke up, “I’m glad you noticed 
how my P. T. is growing. I’ve 
just joined another lodge and 
I'm even thinking seriously of 


Come in an’ take a load 


Say, Jack, be on hand 
Their voices dropped 


going to church.” 

“That’s fine, Jack. 
such a likeable chap that you 
make friends wherever you go and—well, Jack, 
I hate to see your friends ruining you the way 
they are.” 


You're 


“What do you mean by that, Mr. 


3owman ?” 





~_ 


“Just what I said! You have lots of friends 
and you call them personal trade. You're wrong. 
They’re personal liabilities. They come in here 
mornings and keep you from your stock work. 
They flock in afternoons and keep you from 
selling.” 

Charley was dumfounded to hear his father 
take that attitude and he very nearly forgot he 
was to keep still. 

“But, Mr. Bowman, I’ve simply been following 
your own definite instructions as faithfully as | 
knew how,” Jack defended himself. 

“Yes, I’ve often told you we can’t sell them if 
they don’t come in, and that personal trade makes 
a salesman valuable to the store. Unfortunately, 
there’s a wrong way of doing everything, and 
you have fallen into the wrong way of handling 
your friends.” 


a that case,” Jack snapped as he got up, 
“just give me my money and I and my 
friends won’t bother you any further!” 

“Just as you say, Jack. Charley, would you 
have Miss Gilman fix up his time check? And 
now, Jack, that we are no longer employer and 
employee, we can talk better—as man to man— 
friendly like. For some months your sales have 
been falling off and now you’re right down at the 
bottom of the list.” 

“What! There must be some mistake about 
that !”” Jack exclaimed. 

“There is—and you’re the boy that made it! 
You have trained your friends to visit, not to 
buy. You’re usually sitting beside them, not in 
front of them. Even when you're selling shoes 
to them it’s a constant chatter about everything 
but shoes. No matter how rushed we are the 
party goes on just the same. If I call you to 
wait on someone who is trying to walk out on us 
it’s always, ‘Busy, Mr. Bowman.’ 

“You haven’t a chance to get another job in 
town because you’re known up and down the 
street as the Chairman of the Visiting Commit- 
tee. They want workers, not entertainers.” 

“Then you don’t believe in call trade after all, 
do you?” 

“T do, emphatically! But it’s so easy to spoil 
them. Take Pete’s customers, for instance. They 
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“MERCHANDISING 


By 
MURRAY C. FRENCH 


call for him because they value his shoe judgment, yours 
because you’re a good fellow. His friends are trained to 
keep their minds on shoes, yours the exact opposite. | 
like you, Jack, and if you'll let me I think we can work 
things around so your friends will be an asset instead 
of a liability.” 

“I—I believe I see what you mean,” Jack stammered, 
“hut gee whiz, I can’t tell them not to come in unless 
they want to buy shoes pronto.” 

“No, but I tell you what let’s do. Let’s fool ’em.”’ 


i BOWMAN slowly tore up the pay check and 
~ threw it in the waste basket. 

“We'll fool ’em, Jack. We’ll train them all over. You 
do your best to keep their minds on shoes, but if any 
of them want to talk too long, you give Charley or me 
the wink. Then we'll come over and say something like 
‘\When you're through, Jack, I’ve got a hard customer 
over here I want you to take care of.’ Or maybe, 
‘There’s an important matter on the desk I want you to 
attend to when you’re through.’ That'll make them keep 
their minds on business and let them know we think you 
amount to something around here—which we do.” 

“That’s a dandy idea. Bet it’ll work, too.” 

“That’s the spirit! Instead of discouraging personal 
trade we want to build it up. Now I'd like to ask your 
opinion about a card here that Charley got up for that 
very purpose.” 

Jim Bowman handed Jack a card which read: 

THANK YOU 


I sincerely hope your purchase 
will prove entirely satisfactory and I 
shall be glad to have you ask for me 
whenever you need shoes. 


“You see,” Charley broke in, “my idea was to let each 
salesman sign up a lot and have Hazel put the right 
man’s card in every package she wraps.” 

Jack felt quite complimented to have the boss ask his 
opinion. “That’s a good stunt,” he said, “but I wouldn't 
put them in every package, just when the customer is 
not a regular. They would look silly in the old timers’ 
packages.” 

“Guess you're right,” Charley observed. “Better let 
the salesman use his judgment when to give one out.” 
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“Speaking of judgment,” said Jim Bowman, “we once 
had a fellow in here who didn’t have any. His name was 
Beck and his method of working up a call trade was to 
find something wrong with every customer's foot. He'd 
impress on her that she was so hard to fit and that, con- 
fidentially, he was the only one in the store who was a 
strictly scientific fitter. 

“It got so it took him a couple of hours of good sweat- 
ing to sell a pair of shoes. The customer would hunt 
for all the new pains he would describe—and usually find 
them. To us he was a joke but to his customers he was 
a god. 

“He finally ‘scientificked’ himself out of a job and 
then nobody couid wait on his customers, they were so 
spoiled. One of them told Bennie: ‘I think it’s perfectly 
atrocious for you to attempt to cripple me with shoes 
such as these. Of course, you don’t realize, as Mr. 
Beck did, that I have a second degree Spanish arch, with 
a 10 per cent internal straight line and can wear nothing 
but a shank modulated to my special type.’ ” 


ACK and Charley burst out laughing. “That beats 
anything I ever heard,” roared Charley. “Second 
degree Spanish arch! What rot!” 

“And yet before Beck got hold of her she was just 
the same as anybody else—come in, try on a few shoes, 
buy a pair and walk out happy. I tell you, Jack, cus- 
tomers can be trained either right or wrong, and it’s 
up to you to reform yours.” 

“Mr. Bowman,” said Jack earnestly, “you're certainly 
right when you say there’s a wrong way of doing every- 
thing. 

“Come to think of it,” Charley exclaimed, “we have 


” 


another man who educates his customers wrong. He 
has so many exchanges it drives him crazy but he doesn't 


[TURN TO PAGE 82, PLEASE] 
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metal in the pearl clusters ; yellow, blue, green or white j 


brilliants for evening shoes; gun metal or cut steel {o; 
her afternoon shoes. Then she may find the plain one. 
strap pattern is not fussy enough for some partictila; 


occasion, and we sell her a pretty ornament 
slips over the button or a small ornament 
poses gracefully on the side of the vamp or 
off the center, depending on the shape and 
of ornament and kind of foot. Selectior 
ornaments that harmonize is import 


“In other words, if the accessory is jot 
put on thinkingly and artistically, it 
not an ornament at all. You h 

made a sale (one ornament) but ‘hi 

possibilities are that there will n 
be a second one. Why? Becans 


we neglected to use good july. 
ment and good taste in this 
customer’s __ behalf. On 
should use as much care in 
these instances as if it 
were your own sister or 
sweetheart you wanted 
[TURN TO PAGE 2 
PLEAS 
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Buckles 


HE vogue of ornaments, for wear 

with opera pumps, has been one of the 
outstanding developments of the current 
season in the world of footwear fashions. 

“Brilliants or crystals for satins and cut steel 
for patents,” says R. E. Sager, of Sager & 
Juley, Green Bay, Wis. 

“The sale of ornaments is largely due to proper 
display and showing of them. It is not unusual for a 
lady to have four or five different ornaments for her 
different shoes. She may want pink, blue, white or gun 
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SHOE AD-VISOR 





A Page of Ideas for Making Your Ad DIFFERENT From the Other Fellow’s 





This “Stunt” Is Good | 
Advertising 


In an Illinois town where interest in 
baseball is great, a shoe dealer gives 
every man who buys a pair of shoes an 
opportunity to put down his best guess 
as to the total runs that will be scored 
by the local team during the next month. 
[he winner each month gets a pair of 
shoes free. 

(he guesses are entered on a big card 
and toward the end of each month this 
card is put in the window, which creates 
more interest. On the first day of each 
month, the card for the last month is 
put in the window with the winning 
guess ringed in red. 

Phis “stunt” created a lot of interest 
all last summer and the shoe dealer felt 
well repaid because his windows were 
a center of attention and his men’s busi- 
ness showed a healthy increase. 


A Good Way to Get 
Advertising Ideas 


Do you ever find yourself at a loss 
for an idea when you sit down to write 
an ad? If you have a file of good ads 
clipped from newspapers, you'll find it 
solves the problem. 

Many merchants find it worth while 
to secure an armful of newspapers from 
other cities occasionally, and go through 
them for advertising ideas. It’s sur- 
prising how many good ideas can be 
accumulated in this way. Don't confine 
yourself to shoe ads alone. There’s 
often a good idea for a shoe ad in some 
other store’s ad of some entirely dif- 
ferent merchandise. 

Have several folders, one for “lay- 
outs,’ one for “headings,” and such 
other classifications as suggest them- 
selves and your file will be easier to use. 


Don’t Forget 
Mothers’ Day 


Sunday, May 11 is Mothers’ Day. 
Don’t fail to tie up with this in your 
ads and in your windows. If you sell 
hosiery a special Mothers’ Day box dis- 
played in windows and on counters will 
produce sales. Comfort slippers and 


| 





Featuring the Ensemble 








shoe certificates can also be suggested. 
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19°30 
SHOE 
FASHIONS 


One of tht New 
Foster Modes 
of the 
“Early Thirties” 





A Tailored Street Oxford! 


— for the Bastren Woman 
—with te Day ‘Dresses 
Tinaniedtiiettesmemmuuiied 
to this Foster Three-E yelet Oxford prochaced in Brown or 
Black Semulated Lizard 
Priced ot S29 


3 E. Foster & Company 
115 North Wabash Avenue 
COMMUNITY AND SUBURBAN SHOPS 

7080 Sexath Shore Detee 
Evanson - Ounk Pak 









The Bag to Match at $18 So and 
Foster Manon of Turan Chiflon 


complaethe en- 


Hlomery at $1 95 
semb.< wah wreet of ofhce cost wane 











“Odd Lot” Table Keeps 
Stocks Clean 


Most shoe retailers put their odd lots 
out on tables at sale time, or oc- 
casionally on Saturday, but here’s a 
little plan for a permanent odd lot table 
that an Iowa merchant finds successful. 

Near the front of the store is a table 
with a neat card reading “Odd Lots— 
Bargains If Your Size Is Here.” On 
this table go the broken sizes and odd 
lots—but never more than two or three 
styles at one time. Attached to each 
pair is an ordinary shipping tag giving 
the sizes available in that style, the 
original selling price, and the “Odd Lot 
Price.” 

Customers are allowed to look over 
this table without having a salesman 
at their elbow. If they find something 
interesting a salesman approaches and 
offers to be of service. 

Every week in the want ad section of 
the local paper are one or two ads call- 
ing attention to special items on these | 
tables. | 
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Are Your Windows 
Getting Attention ? 


“Here are six shoe stores in one block 
and their windows all look alike. The 
same man might have trimmed them 
all.” 

The speaker was a merchant whose 
store is always doing something new, 
and we were walking along a busy Chi- 


cago street when he made the above 
comment. He was absolutely right. 
Not one of those six stores had a 


window that stood out from the rest. 
Ten minutes after looking at the six 
windows you could not remember which 
was which! 

Are your windows just like the others 
in your town? If they are, you're not 
getting your money's worth from them 

and they cost you plenty! 

How can you make yours different? 
There are dozens of ways. Tie them 
up with local events. Is there a 
player on the ball club? Show his pic- 
ture in the window. Did Mrs. Smith's 
peonies get the Garden Club prize? Get 
a picture of her garden! 

Don't let a week go by without some 
attention-getting feature in your win- 


new 


dows. And whenever possible tie up 
the feature with your merchandise. 
Make people want to look in your 
windows because they know there will 
be something interesting there. You 
can be sure that they will not overlook 
your shoes while they're looking at 
whatever else has drawn them to the 


window. 


Feature Foot Health Week 
in Your Ads 


Feature Foot Health Week, April 
20-26, in your windows and run son 
attractive newspaper ads to call atten- 
tion to the displays. This is a real 
opportunity to merchandise shoes con 
structively to that large percentage 0! 
the buying public that is interested in 
shoe comfort as well as shoe style. 

Study recent issues of the REcorDER 
for suggestions to help you put over 
Foot Health Week effectively. 
the article on pages 38 and 39 of this 


Read 


| issue. 


MAY. 
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An Idea for Each 


of the Twenty-Seven Business Days 




















1. Thursday 


Have you had a good window of Golf 
Shoes and Sports Footwear yet? The 
season is on! Better put one in today 
for the week-end. Some little unusual 
touch, such as a map of the local course 
for a background, will make _ the 
window more effective. 


2. Friday 


Feature new styles in tonight's ad 
for Saturday selling. Head your ad 
“Advance Summer Footwear Arrives.” 
One good special value featured will 
make the ad more effective. 


3. Saturday 


If you’re not busy this Saturday 
morning, have every salesman take his 
turn telephoning men he knows are 
golfers, to suggest they look at the 
golf footwear in the window and drop 
in for a “try-on.” 


5. Monday 


ALL windows should be changed at 
least once each week, and Monday is a 
good day for this. It’s not too soon 
for a window emphasizing “Footwear 
for Graduates.” 


6. Tuesday 


Did vou secure a list of local school 
graduates yet? If so a letter to them 
this week will be timely. Some stores 
find it worth while’to offer a 10 per cent 
discount to graduates. Require them 
to bring along the letter in order to get 
the discount. 


7. Wednesday 


Go over your store with a critical eye 
today. Is it inviting, orderly? Are you 
making good use of cases and ledges 
to display things that will appeal to 
customers? It’s a good thing to sub- 
ject your store to such a severe, imper- 
sonal criticism frequently. 


8. Thursday 


If you cater to men, now is a good 
time for a window tying up with the 
baseball season just getting under way. 
A very effective display can be built 
around a miniature diamond, with dolls 
for players. 





9. Friday 

Hosiery is a big selling line in May. 
If you sell hosiery feature it prom- 
inently in the windows this month. To- 
night’s ad, for Saturday selling should 
be a “style” ad on women’s footwear 
with possibly a hosiery special for a 
“leader.” 


10. Saturday 


Keep your stocks moving! Use the 
slow sellers for Saturday Window Spe- 
cials with cards emphasizing the fact 
that these are “not advertised.” A 
little reduction now is better than a loss 
in July! 


12. Monday 


Men’s Summer Weight Shoes should 
be the big window feature this week. 
Use some little “stunt” to attract atten- 
tion. For instance, a balance scale with 
a pair of snappy, light weight oxfords 
on one tray evenly balanced by a single 
feather in the other. An old idea—but 
always good! 


13. Tuesday 


A good time for a letter, or even 
better a circular, on Men’s Summer 
Weight Shoes to your mailing list. If 
you're really going after this business, 
an ad today would help matters too. 


14. Wednesday 


Watch the stock room for shoes that 
ought to be up front! The loss on one 
or two pairs overlooked ’till Clearance 
time kills the profit on a good many of 
the sales you make in May. Once a 
week is none too often to check re- 
serve stocks carefully. 


15. Thursday 


Come down town tonight and com- 
pare your window displays with those 
of your competitors. Whose display is 
the most interesting? And how about 
your window lighting? Is it as good 
as your competitor’s? If it is not 
BETTER, then it’s not good enough! 


16. Friday 


You'll want a big ad tonight on 
“Men’s Summer Weights” and it ought 
to go on the Sporting page. Freshen 
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up the windows to tie up with this a 
If you’re also going to advertise sot 
women’s numbers, do it in a separa‘e 


ad. 
17. Saturday 


Today you're concentrating on Men's 
Summer Weights of course. But don't 
neglect the women’s lines. Select o: 
new style and have the salesmen sho 
it to every woman today regardless o! 
what other shoes she is interested 1 
Check sales on this number for the da 
and see if the effort wasn’t wort! 
while. 


19. Monday 

Children’s shoes are due for goo 
window display this week, with a car 
suggesting “Play Shoes for Vacatior 
Time.” An ad on children’s shoes ti 
tie up with the window will help. 


20. Tuesday 

This week show every woman who 
selects shoes a pair of silk hose to 
match. Bring the hose when you're 
ready for the final “try-on” after she’s 
made up her mind. Hand them to her 
with a brief comment and let her 
examine them while you're fitting the 
shoes. You'll be surprised to see how 
many hose you'll sell in this way. 


21. Wednesday 


Do you go after institutional busi- 
ness? Orphans’ homes, and similar in- 
stitutions use a lot of shoes. Of course 
you can’t get your regular profit on 
such business, but the volume makes it 
worth while. This is worth looking 
into. 


22. Thursday 


Secure a small empty keg, paint it 
or cover it with crepe paper. Fill it 
with inexpensive toys, kites, harmon- 
icas, etc., each toy being well wrapped. 
Put this in the center of your children’s 
window with a card “One Grab in Our 
Barrel Saturday with every pair of 
Children’s Shoes.” 


23. Friday 


Run a fairly big ad on “Children’s 
Shoes for Vacation Wear” tonight, and 
[TURN TO PAGE 82, PLEASE] 





Boor AND SHOB RECORDER 
combining THE SHOB RETAILER, April 12, 1920 














/ 


is acl, 


Sol 
JaTa‘e 


Men's 
don't 
t o1 
sho\ 
SS oO! 
d i 
> da 
yorth 


POO! 
cari 
ition 
Ss to 


who 
- to 
u're 
he’s 
her 
her 
the 
1OW 


1Si- 
in- 
rse 
on 
it 


ng 


















IDEAS . . WORTH USING 


A Letter That Will Build Good Will... And Some Copy Suggestions 





This Letter Creates a 
Friendly Feeling 


Here’s a little letter that has been 
ecessfully used by several shoe re- 
tailers to create good will and bring 
ustomers back. In order to use it, you 
nust keep a record of your customers’ 
»urchases, showing the date when the 
ist purchase was made. Many stores 
keep such a record, and will find it easy 
10 use such a letter. 

The letter tells its own story: 


ear Madam: 

Our books show that it’s just a month 
ince you purchased a pair of shoes here. 

We're not going to suggest you need 
nother pair. We hope you don’t! 

But we do want to be sure that the last 
pair is satisfactory in every way. If 
they’re not, we want to know about it, 
ind we will make them right! 

We've built our business by keeping our 
ustomers satisfied, and we want you to 
know that we expect to keep you satisfied 


too! 


Thank you. 
Very truly yours, 


Note that there’s no effort to sell 
another pair of shoes in this letter. To 
add such an appeal would ruin the force 
of the argument. 

Every customer who gets such a 
letter as the above is left with a friendly 
feeling toward the store that sends it. 
And it’s worth a lot to you to create 
such a feeling, for after all it’s this 
feeling that brings customers back. 
Other stores may have values equally 
good, and styles equally smart, but if 
you can establish a friendly personal 
feeling with your customers you need 
not fear competition. 


The “Buy” of the Month 


A Nebraska shoe store sends out an 
ordinary government postal card once 
each month to its mailing list, headed 
“The ‘Buy’ Of The Month,” illustrating 
one smart shoe style and playing it up 
as the premier value of the month. A 
careful check on the demand for the 
shoes thus featured shows the cards do 
get results. 

There is a very definite selling appeal 
when a single shoe is thus brought to 
the customer’s attention. 
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USE THESE TO LIVEN UP YOUR ADS 








Stylish Shoe Comfort 

for Young Men | 

Who ever said “comfort shoes” were | 

for old folks? You young fellows who | 

have any such ideas should see the 

smart summer oxfords we're showing 

here. They’re the “last word” in style 

and they are scientifically designed to 

keep feet happy right up to the last hour 
of a long, hard day. 


We've Learned a Lot 
About Shoes 


And one of the most important things 
we've learned is that it pays to sell 
COMFORT as well as STYLE. You've 
probably noticed that we’re always more 
concerned about the fit of your shoes 
than you are yourself. We pride our- 
selves on never permitting a pair of 
shoes to leave this store until we're 
satisfied they are the “right” pair for 
the purchaser. 

This sort of service is simply an 
added value thrown in for good meas- 
ure when you buy shoes here. 





It’s a Sports Season! 

















Sports Season in 


Men's Footwear 








And what could be in better keeping 
wth our balmy Californie climate ther 
the wonderul array of sports footwear at 
the Baker Stores for men? Soft. white 
cal}. trimmed with black or brown 

smart perforations... some with the new 
narrower toes and wing tip». Also. “sir 
cooled” woven sandals. in brown. beige 


end brown or 
EAH Baker i242 


MEN'S STORES 





885 Market Street 1412 Fillmore Street Cor. Pout & Kearny Ste. 
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White Will Be a 

Footwear Favorite 
At fashionable southern _ resorts 
white kid was a footwear favorite this 
spring. And as summer moves north- 
ward WHITE footwear follows, in a 
variety of lovely styles. White slippers 
for every occasion—some with just a 
touch of color, some plain—all very dis- 
tinguished. 


Smart New Slippers 
in Shades of Blue 
Slippers blue as an azure sky, slippers 
the color of the deep blue sea, slippers 
that run the whole gamut of shades of 


blue! You'll like them—and not for 
their lovely color alone. The styles are 
exquisite. 


Men! Sport Shoes Are 
the Thing This Year! 


It's a sport shoe season. Not alone 
for men who play, but for those who 
watch. And designers have met the 
demand with the greatest array of 
smart, snappily styled shoes you've ever 
seen. Colors? Sure, a dozen of them, 
and all with novel punched and cutout 
effects too. See them in our window. 


Straps Add Smartness 
to New Slippers 

Such a variety of strap effects in 
these advance summer slipper styles. 
Straps that tie, straps that buckle, straps 
that button—straps of every descrip- 
tion. And you can choose from a 
variety of leathers and colors too. Best 
of all, the prices! They’re much less 

than you would expect to pay! 


There’s a Tremendous 
Difference in Shoes 

The difference is not always apparent 
when the shoes are new. Sometimes a 
$3 pair and a $7 pair look just about 
alike unless you examine them closely. 
But wait ‘till they've been worn a 
month! What a difference! There’s 
no economy in shoes that do not retain 
their smart appearance, and that’s why 
we specialize on the kind that retain 
their good looks long after their price 
has been forgotten. 














Modernism Softly 








































HE lasing impression brought 

away from an inspection of the 
new Ransohoff Building in San Fran- 
cisco, which was formally opened re- 
cently, is of restraint and dignity, 
charm and friendliness. The obvious 
appreciation of the many visitors who 
have viewed the building is a fitting 
tribute to the care and the taste which 
is evidenced by the decorative and 
architectural features. 

To the left of the entrance is placed 
the Delman Shoe Salon, decorated in 
tones of copper, green and gold. The 
moderne chairs and love seats are 
upholstered in fabrics blending the 
three tones. 

The first floor is entirely conceived 
in the moderne manner. Absolute 


The entire decorative effect is realized 


While stock is hidden, abundant opportunity is afforded for display of merchandise 
in cases and on tables. 


Footwear Salon in the New Ransohoff Building, San Francisco, Achieves 


Charm Through Studied Restraint 





Subdue 








simplicity and lack of irrelevant orna- <1 corner in the Delman salon, showing rich effect produced by natural hardwood 
ment has been painstakingly observed. wainscoting. 


through the use of natural hardwood, paneling, highly Important in the decorative arrangement are the un- 
polished and beautifully grained, and the introduction of | usual moderne display cases. Feet of burnished silver 
silver and gold ornamentation on the decorative cornice support the cases, whose sides, below panes of plate 
strips and wall medallions. glass, are constructed of richly polished burled walnut. 


The interiors are lined in a lighter 
toned blending natural wood. 

Wall medallions in bas-relief, 
treated in gold and silver, are 
worthy of special note. They adorn 
the walls of the first and second 
floors and have a charming delicacy 
of feeling. 

The deep rusty copper of the 
carpet is the key to the color scheme 
used on the first floor. The walls 
are a warm ivory, toning into the 
carpet. Cabinets and paneling of 
curly Hungarian ash, polished to a 
high finish and showing a beautiful 
graining, take up the lower half of 
the walls. Narrow strips of silver 
are set into the natural wood panel- 
ing in bands. Silver and gold is 
delicately applied to the cornices 
and the heads of the columns which 
support the high ceiling, and the 


[TURN TO PAGE 80, PLEASE| 
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‘An extra profit 
on each pair 
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of shoes 


You can make an extra profit every time 
you sell a pair of shoes by keeping a 
supply of LUMINTREES handy. Their 
neat, attractive appearance and exclusive 
features invariably bring an “Ill take a 
pair” from your customers. 


The remarkable new LUMINTREE is 
revolutionizing all previous conceptions 
of shoe trees: 





It’s — 
—folding—takes up only a small nook 

in suit case. 
—adjustable in a jiffy and stays firmly in place. 
—made of a best grade of aluminum. 
—designed to hang shoes up in the closet. 
—light as a feather, yet sturdy as a rock. 
—turned in under side prevents curling in-soles. 
—specially designed ventilating slots. 
—surface keeps its permanent beauty. 
—snug close fitting heel pieces. 
—non-absorbent metal. 
The beautiful new patented LUMINTREE 
makes obsolete the old-fashioned heavy 
and cumbersome types. 


Write today for details of our 
dealer plan and a display set 






Yi, ths 
_ AN r 
\) Ppindt 


ADJUSTABLE 
ee 








Tear your way to extra profits 
Paul & Beekman Manufacturing Co. 
1722 N. 5th Street, Philadelphia, Pa. 


(0 Send me details of your plan to sell a pair of 
the new LUMINTREE with every pair of shoes. 

C) Send me pairs of the new LUMINTREE 
Shoe Trees ($12 a doz.) 


Name___ 
Street 


City State 


peer eee ee ee 














PRONAD BOX TOES 


TRADE-MARK 


Product of Adams Mfg. Co., Established 1829 


A High Grade | 
Turned Shoe from the 
Factory of the 
American Shoe Co. 
176 Livingston St. 
Brooklyn, N. Y. 





A beautiful model of Brown Kid 
with Gold Kid inlay and Ironad Box. 


DAVIS BOX TOE CO.. “eicee 


IRONAD BOX TOE AGENCIES 








CANADA NEW ENGLAND CHICAGO CINCINNATI 
McDowell & Lincoln Davis Box Toe Co. Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 21 Lincoln St. 208 No. Wells St. 1111 Sycamore St. 

Montreal Boston Chicago Cincinnati 

















EVERY SHOE DEALER 
AND SALESMAN 
SHOULD KNOW THIS - - - 


There are many kinds and qualities of woven 
LOOK for TRADE-MARK leather sandals on the market. 


Only one has the right to be called “Deauville 


ON EVERY Sandals” or “Deauvilles.” 
GENUINE PAIR 


It is easy to know which’ brand is en- 
titled to this name. The registered trade-mark, 
“Deauville Sandals” is stamped on the soles 
of every pair. 


Woven leather sandals which do not bear this 
stamp are imitations. 


Genuine Deauvilles are the only footwear of 
this type advertised nationally in 30,000,000 ad- 
vertisements, appearing in famous magazines, 
read by women from Maine to California. 


For the sake of your own profits, 


and for your customers’ satisfaction, 
stock only Genuine Deauville Sandals! 


Any infringement of the use of this name—Deauville GOLO SLIPPER COMPANY 




















Tit 


yf 








Sandals”—or of the name “Deauville” in connection 


with footwear—will be prosecuted. 129 Duane Street, New York, N. Y. 
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THE INTERIORS are planned to make it pleasant and eagy to 
buy. Big, comfortable, home-like chairs. A_ beautiful floor. 
Bright, clean shelving. Lots of light. 








THIS STORE 


at 900 West Main St. 
is typical of the three Altier’s Brownbilt Shoe Stores in Rochester. 
Modern windows arrest attention. The art of window trimming 
manages to display many shoes with a very pleasing effect. 

















IN ROCHESTER 











«It would have taken me 25 
years, working alone, to make 
the progress | have made ina 
few years operating under the 
Brown Plan of shoe retailing. 


«| feel that the independent 

retailer who investigates the 

Brown Shoe Company's Plan 

will recognize in it the support 

he needs to build his business 

to the heights he has dreamed 2 ee ak es & 
of.”—Michael Altier eee ree ee 











Mr. ALTIER, when he joined the Brown Plan family early 
in 1928, had one store at 887 Portland Ave. Today, he 
has three successful stores in Rochester, all operating 
under the Brown Plan. 





MICHAEL ALTIE%, owner of the three Altier’s 
Brownbilt Shoe Stores in Rochester. His time 
is devoted to “‘moving the goods.’’ Under the 
Brown Plan, he doesn’t have to worry about 
buying, and minor detai's. 


The Brown Plan is open to selected independent retailers 
wih the necessary qualifications of sufficient capital and 
good personal character and abili‘y 


Www Baoe Gouger, 


Manufacturers—St, Louis 





Brown 


Shoes 





THIS BUSY ROAD- 
rg ; STER is also on the 

Mrs. ALTIER : 

" payroll. It calls at 

oe ee each store three 


time for her- } M Oe aa times a day, switch- 


= with we. Al 5 oe ing shoes from one 
three stores NER'S Brown st SHOE STORE store to another. It 
K7 PORTLAND AVE 





than she for- 
tg had | WERE ARE Ricnarp ( 
— AND Teppy ALTIE2 at 

their summer cottage on 

Lake Ontario. 


is working fine. ) 
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They See the Toe First 


THE toe of the shoe is always in the 
spotlight. The individuality and distinc- 
tion that Celastic brings to the toe of 
the shoe have won the admiration of 
both maker and wearer. But still more 
important than original appearance — 
the one-piece toe produced through the 
unique fusing qualities of Celastic means 
that the style of the last will be main- 
tained throughout the life of the shoe. 
Celastic — The Quality Box Toe, is now 
universally used for all grades of foot- 
wear, for manufacturers appreciate the 
sales value of a comfortable and smart 
appearing toe. 


THE QUALITY 
BOX TOE 


U/C 
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An outstanding shoe from an outstanding line! 














The SINTON 








A Sally Sweet Suspension Arch Welt! 


The SINTON 


14/8 Wood Covered Heel 


No. 859—Black kid center buckle, black lizard trim one strap 
No. 859-3—Patent leather center buckle, black lizard trim one strap.......... 3.75 
No. 859-4—Brown kid center buckle, brown lizard trim one strap 


IN STOCK—SIZES 3 to 9 


Auburn, Maine Cincinnati, O. 
AA to D AAA to D 





They actually Rd fi Tailor made 
look double G6") | eae fit at ready 
their price! SUCHE: AR GlE made prices! 








ALFRED J. SWEET COMPANY 


CINCINNATI, OHIO (WAREHOUSES) AUBURN, MAINE 


P. O. Box 37, Station V 
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Other Profit Ideas 


To give our readers an insight as to 
how a big shoe store regards the im- 
portance of having its salespeople 
sell the right kind of polish to their 
customers, we are taking you right 
into an early morning meeting of the 
first floor selling crew of Byck Bros., 
Louisville. Roy M. Price is talking 
to his co-workers. A new article is 
being introduced to the salespeople 
—a 50-cent bottle of dressing which 
comes in ten colors. Mr. Price says: 


[X the struggle to get more business, 
we often forget polish. Right now 
we are to start a polish campaign. 
From your point of view you are to 
get 10 cents on each bottle you sell. 
Not only that, but if you make an extra 
50-cent sale with each $10 sale, you 
have increased sales total 5 per cent, 
all of which redoyinds to your credit. 
The store benefits in two ways also, 
through the increase in profits, but 
what is more important to us, through 
more satisfied customers. In the latter 
case we both hold identical interests. 
We feel that the average customer of 
this store will buy a 50-cent polish 
quicker than they would a 25-cent one, 
especially if it is a superior article, and 
put up in an attractive package. Not 
only that, but they will follow your sug- 
gestion in what you think is a good 
preparation for them to use. Com- 
plaints will be materially kept down, if 
we educate our trade to use the right 
kind of a polish. Many cases come to 
mind where people have brought shoes 
back, when the trouble was all due to 
the wrong kind of polish being used. 
Junior had been sent down to the cor- 
ner drug store a Sunday morning for 


By 
HARRY R. TERHUNE 
Field Editor 


“white shoe polish.” The polish was all 
right, but not for the shoes in ques- 
tion. 

If you folks can sell an average of 
five bottles a day, that means 50 cents 
daily or $3 a week. Now, let’s take a 
vote on how you would like to be paid. 
You know we close Decoration Day. 
Would you rather get your polish 
money each week, or draw it in a lump 
May 29? Those who want to wait until 
then raise their hands. (All hands went 
up.) 

Now, it is possible to sell one cus- 
tomer several bottles of this, for almost 
every woman has several kinds of 
shoes. (Here followed a description of 
various colors and materials, together 
with the particular kind of dressing 
best suited for each.) 

Note A. The first sale of this polish 
was made on an exchange—a two-bottle 
sale, at that. 

Note B. A short while ago the find- 
ings department (polish, laces, repair- 
ing, etc.) was moved from the front to 
the rear of the store. It soon developed 
into a case of just “handling” polish. A 
while back, after Mr. Price got the 
salespeople interested in polish through 
a campaign similar to the present one, 
the sales just tripled over what they 
were when the department was up 
front. With this new package designed 
for the store, all past performances are 
confidently expected to go by the board. 


54 


Advertising That Builds 
Sales 


HE 5 per cent that the Bell Boot- 

ery, Nashville, Tenn., spends in ai 
vertising is producing sales. That is 
what advertising is supposed to do, but 
often the advertiser considers moncy 
spent is an expense, not an investment. 
And when he holds this thought 
mind, more than often he is right. 

Perhaps there may be something | 
this, the mode of spending and the prep- 
aration of the copy having a bearing 01 
the results. 

Most all towns have their Junior 
League. Directly under a third of ; 
page architect’s design of the propose: 
Nashville Junior League Home fo 
Crippled Children that appeared in the 
roto section of the Sunday paper, was 
a 12-inch six-column ad of Bell’s Boot- 
ery. This featured three prominen 
members of the League modeling Bell’ 
shoes, hose and costumes. Not a bad 
tie-up by any means. 

Bell is in the roto section twenty-si: 
weeks a year, with various sized cop) 
ranging from a 5-inch double-column 
to full pages. This type of advertising 
is done more to establish the styleful- 
ness of the store’s merchandise tha: 
any other medium, says Mr. Young. 
Style advertising is more than a flas! 
when backed up by quality merchandise 
is the basis of the store’s publicity. 

Some of the copy is written for the 
out-of-town customer. This is good for 
mail orders, but no traceable direct re- 
turns in store sales are noticed. The 
small town trade is also develop: 
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Store staff of Byck Bros., Louisville, Ky.. in sales meeting, Roy M. Price seated in front at the left 


through booklets. These go in 
thousand lots nearly every day during 
the season, to selected lists. Honest 
to goodness orders prove the wisdom 
of this way of advertising. 


* * 


Check on Returned Shoes 


A a safeguard to make sure that the 
shoes that are returned by custom- 
ers for exchanges, store repairs, 
stretching, etc., will not be lost and also 
that proper track will be kept of them, 
Nate Ellis, of Nashville, Tenn., devised 
a clever ticket. A ticket is made out 
when the shoes come and another is 
made out when the shoes leave the 
store. Both tickets are 
O.K.d, by the floor man. 
Bundle wrappers must 
have either one of these 
tickets or a sales check 
before doing up packages. 

If souvenirs are good 
for children, they should 
be good advertising for 
grown ups, believes Mr. 
Ellis. Lighters make gifts 
that both men and women 
appreciate. These cost 
about 15c. each. They are 
given out by those in 
charge of the floor, and 
customers are quite appre- 
ciative. 

* * * 


Airplanes With 
Shoes 


O increase interest in 
his boy’s department, 
W. E. Newbold of Smith- 
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Kasson Co., Cincinnati, gave away a 
dollar airplane with each pair of boy’s 
That's been done, but here 
is a new angle. These planes were not 
handed to the boys at the time of sale, 
but delivered to his home—and then 
only on Thursdays of each week. 

The reason for the once a week de- 
livery was so the store would get the 
utmost of all word of mouth advertis- 
ing. If a boy tells every other boy that 
he is to get an airplane that flies next 
Thursday, and boys do like to brag a 
bit, every boy will also want a plane, 
too. Mr. Newbold believes it good 
business to call the mother a month 
after a pair of boy’s shoes have been 
bought to inquire if all is well. 


shoes sold. 


Successful Findings Section 


Shoe dressings can be sold in volume by suggestion and display. 
Note how Byck Bros. feature them in findings section 


Keep Ahead to Succeed 


‘6 OU’VE got to be good to keep 
ahead in a race that never ends’ 
is a well-known saying. Change this 
slightly; make it read: “You've got to 
keep ahead to be good,” and it would 
be a good slogan for Jake Eisenman’s 
Shoe Section the Meyers-Arnold 
Co. at Greenville. S. C., for it 
has been the policy of “KEEPING 
\HEAD” in such things as style, ser- 
and customer’s convenience that 
has been largely responsible for the 
growth of sales volume which each suc- 
ceeding season reveals. 
Most every shoe dealer knows that 
Jake Eisenman has operated an exclu- 
sive shoe store at New- 
port News, Va., for many 
vears—thirty, to be exact 
and while that is a long 
period of time, the spirit 
of youth still stalks, which 
means that this venture is 
the first link in a contem- 
plated chain to be devel- 
oped in the near future 
along the same lines. 
The first unit at Green- 
ville is under the personal 
management of Charles F. 
Watson, who, besides pos- 
sessing a varied and well- 
rounded out experience in 
shoe lore, has an exceed- 
ingly pleasant personality 
and is a prime favorite 
socially. 


store 


vice 


Under his wise guid- 
ance an enviable volume 
has been built in the short 
space of three years—and 
without price cuts. 
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ANN ELISE WELTS 





Co-ordinated Lasts and Patterns 
Make Good Welt Shoes Betier! 


Ann Elise welts are made 100% on Co-ordinated Lasts and Pat- 


terns, and give sample size fit and appearance on every size and 
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2 





width. This is a plus feature that you can have without paying 


ASITA NNV 





one cent more than you have been paying—and can pass on to 





your customers. That’s the way to build permanent good will for 


SLTAM 





your store. 





hd 


Ann Elise Spring models are now ready: sport shoes, daytime 





shoes, evening shoes—pumps, straps, ties, and oxfords! And all 





in the new leathers, new patterns, and new colors. The two num- 
bers illustrated are in stock at St. Louis and at Auburn for imme- 


diate shipment. Send your order to the nearest office. 
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IN STOCK K5108—Black Kid four- ele Tie with Loop at 





L1522—Blacl» Kid Gore Pump, LaSalle Last, Throat, Kenmore Last, 14/8 > eel. 
14/8 Wood Cuban Heel. In stock at Au- St. Louis—Auburn = stock ot Aubern and hes Loui AA, 
eS ee ee $3.75 oa ae tn ae —- wt ak a 

Auburn and St. Louis AA, A, B, C 

L1622—Same in Patent Leather. In stock at WD cccccccoccoccccesedocccvcccccecsed $3.35 

Seben BA, A, B. C.ccccccccccccee $3.75 K84086—Black nod four- arte Tie with . A 
Throat, Kenmore Last, 15/8 Wood 


L1722—Same in Spanish Brown Kid. In stock 


«ate BA, 4, B, C......+0.0008 $8.88 K9706—White Grain Kid four-hole Tie with 
Loop at Throat, 14/8 Wood Cuban Heel, 

Kenmore Last. In stock at Auburn and 

St. Louis AA, A, B, C, D........... $4.00 


Heel. In stock at St. Louis i = 
B, C $3.75 


SLTHAM ASITA NNV 
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ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS 


AULT-SHACKFORD _ :: 
SHOE COMPANY : 

ST. LOUIS, MO., 416 North 12th St. AUBURN, ME. - 
(In-stock Dept.) (Factory and In-stock Dept.) a 
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Mark Industry’s Tercentenary 


New England Shoe and Leather Trades Commemorate Beginning of Shoemaking in 


its sixtieth year of service to 

the industry, the New England 
Shoe and Leather Association, held 
its annual meeting in the Chamber of 
Commerce Building, this city, April 2, 
a memorable event in that it also marks 
the three hundredth anniversary of the 
introduction to this country of the 
shoemaking industry. Retiring Presi- 
dent Alfred W. Donovan ended his 
five year tenure of office by comment- 
ing on this fact. “Here in New En- 
gland,” he concluded, “I think it is 
true that insofar as manufacturing is 
concerned, we have put our house in 
order. We are on a highly scientific 
basis, but we must go farther, now, 
and do for our merchandising methods 
what we have done for our manufac- 
turing.” 

Mr. Donovan is succeeded in the presidency by 
William J. Fallon, not only one of the best known men 
in the New England leather trade but active as well in 
many other business projects. In addition to being 
president, treasurer and a director of the W. J. Fallon 
Leather Co. he is a member of the board of directors 
of the Atlantic National Bank of Boston, the Cross 
Paper Feeder Co., the Robertson Leather Co., and the 
New England Bond and Mortgage Company. He is 
also a member of the executive committee of the Boston 
Leather Trade Benevolent Society. 

Other officers chosen include: 

Vice-Presidents—Charles H. Jones, Commonwealth 
Shoe and Leather Co., Boston; Charles Ault, Ault- 
Williamson Shoe Co., Auburn, Me., and Willis R. Fisher, 
A. C. Lawrence Leather Co., Boston. 

Secretary-Treasurer, Thomas F. Anderson, Boston. 

Directors—Elmer J. Bliss, Jr., Regal Shoe Company, 
Whitman, Mass.; Everett Bradley, Bradley-Goodrich 
Co., Inc., Haverhill, Mass.; Major Charles T. Cahill, 
United Shoe Machinery Corp., Boston. ; James M. Daly, 
Daly’s Golden Rule Shoe, Inc., Lynn, Mass.; Carl F. 
Danner, American Hide and Leather Co., Boston; 
Alfred W. Donovan, E. T. Wright & Co., Inc., Rock- 
land, Mass.; Herbert T. Drake, W. L. Douglas Shoe 


B is ax MASS.—Completing 
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America at Annual Meeting of Association 


By OWEN A. THOMAS 


Associate Editor, Boor AND SHOE RECORDER 





William J. Fallon 
Newly Elected President 





Co., Brockton, Mass.; Horace R. 

Drinkwater, Edwin Clapp & Son, Inc., 

East Weymouth, Mass. ; William J. Fal- 

lon, W. J. Fallon Leather Co., Boston, 

ex officio; Harry E. Gardner, Ameri- 

can Oak Leather Co., Boston; L. H. 

Barbour Welting Company, 

Brockton, Mass.; Julius Hollander, 

Amalgamated Leather Companies, 

Inc., Boston; Charles C. Hoyt, Na- 

tional Fabric and Finishing Co., 
Boston; C. D. Kepner, C. D. Kepner 
Leather Co., Boston; Julian  T. 
Leonard, Leonard & Barrows, Inc., 
Boston; J. C. Lilly, Lilly Leather Co. 
of Boston, Massachusetts; Paul O. 
MacBride, Milford Shoe Co., Milford, 
Mass.; J. Franklin McElwain, J. F. 
McElwain Co., Boston; John F. 
Murphy, The Ohio Leather Corpora- 
tion, Boston; Everett T. Packard, Avon Sole Company, 
Avon, Mass,; Marmaduke P. Pearson, Armour Leather 
Co., Boston; Burt W. Rankin, Hunt-Rankin Leather 
Co., Boston; William C. Tobin, Endicott-Johnson Cor- 
poration, Boston; Augustus H. Vogel, Jr., Pfister & Vo- 
gel Leather Co., Boston; Arthur W. Wellington, United 
States Leather Co., Boston, and Colonel Harold S. 
Wonson, International Shoe Co., Manchester, N. H. 

In an address on the sole leather situation, Colonel 
H. S. Wonson of the International Shoe Co., pointed 
out that, in March, 1927, conditions in the sole leather 
industry were very similar to those existing today, not 
only as regards price but also as regards available sup- 
plies of finished material and raw stock. He then 
pointed to the steady increase in price, month by month 
after March, 1927, as indicative of what may happen 
this year, although he was inclined to think that prices 
could not advance so rapidly in the face of the com- 
petition furnished by composition soles. 

He was preceded by Charles H. Jones, of the Com- 
monwealth Shoe and Leather Co., and a member of the 
Governor’s Railroad Committee of Massachusetts. Mr. 
Jones described the investigation being conducted to 
determine the relative value of two merger plans, both 


of which have been proposed. 
[TURN TO PAGE 76, PLEASE| 
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eve Convenience Counts ~~ = 


’ 


You are overlooking a decided sales advantage 
if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 
they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad- 
vantages with your customers . . . They mean 
readier sales. 


TUBULAR RIVET AND STUD CO. 


United Shoe Machinery Corporation, Seiling Agents 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


CING HOOKS 


\A 
+ 
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Sauntering through the warm weather months, woven sandal effects will 
coolly take precedent in sportswear. Among the many original creations by 


Walk-Over this onesstrap is distinguished because it combines a woven 


pattern with perforations punched through. Combinations of beige clair 
and Almora; white and brown or allewhite calf. LAUREL last. $10.50. 


WALK § OVER 


WALK-«OVER HOSIERY AND MAIN SPRING ARCH SHOES 


On April 27, 1930 


The above advertisement will appear nationally in Rotogravure Sections of 
representative newspapers. It illustrates a Fox Puncho, Weave Buckle Strap 
on the Laurel last in Beige Clair and Almora Calf. 


It is IN STOCK, ready to ship No. 10790. 


GEO. E. KEITH COMPANY 


Campello Brockton, Massachusetts 
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The TRAVELING 
SHOE SALESMAN 


“ 


« 


OSEPH KALI- 

SKY, vice-pres- 
ident of the Na- 
tional Shoe Trav- 
elers’ Association 
and chairman of 
the  association’s 
Membership Com- 
mittee, was the 
guest of honor at 
a luncheon held in 
Boston recently by 





prominent mem- 
bers of the shoe 
Socsgh Hattchy traveling  frater- 


nity. The meeting, 
arranged by officers of the Boston 
Shoe Travelers’ Association, neverthe- 
less included representatives of the 
Southern Shoe Travelers’ Association 
and the Boston Shoe Associates and 
was called to show the high esteem in 
which Mr. Kalisky is held by his fellow 
travelers. 

In a brief address, Mr. Kalisky, who 
travels for Thompson Bros. Shoe Co., 
of Brockton, thanked his hosts and told 
of some of the work being done by his 
Membership Committee, which will re- 
sult, it is expected, in largely increas- 
ing the already large membership of 
the association. 

Among those present, besides Vice- 
President Kalisky, were T. A. Delany, 
secretary of the National; F. P. Osgood, 
of the John Hancock Mutual Life In- 
surance Co., in charge of the insurance 
feature of the National’s work; John 
S. Whittemore, president of the Boston 
association; William Noll, its secre- 
tary; C. N. Coggswell, past president 
of the B. S. T. A.; Harry P. Lynch, 
chairman of the regional board of gov- 
ernors; C. W. Morrill, chairman of the 
Insurance Committee of the National; 
James P. Lunney, chairman of the In- 
surance Committge of the Boston as- 
sociation; H. W. Hunter, chairman of 
the Lapsation Committee of the local 
association; and H. P. McNulty, of the 
executive committee of the Boston as- 
sociation. The meeting was held in a 
private dining room of the Hotel Essex. 


(5 RORGE W. METTLER, formerly 
local manager for the Craddock- 
Terry Co., has succeeded the late Carl 
Row as Oregon and California repre- 
sentative for the Florsheim Co. Mr. 
Mettler had been with the Craddock- 
Terry Co. 21 years. 

C. J. Mettler, his brother, has been 
appointed manager to replace him. 
With 27 years of experience with the 
firm he should have no difficulty in ad- 
justing himself to the new position. 





CG; MOSES, of Edwin Clapp & Son, 
was a visitor in Atlanta during 
the week, calling on the local trade. 


« 


F. BURDETT, of the Burdett 
¢ Shoe Co., started recently for a 
trip through the South and into Texas, 
and “Hap” Burdett started last week 
on a trip through big cities East and 
West. Both have new samples for fall, 
and the samples show blacks in plenty, 
especially patents, and suedes and kids 
and fabrics, too. Some buyers have 
already expressed a desire for toes a 
little longer and a little slimmer, and 
there are a few who have signified 
their intent to try a few pumps, ties 
or oxfords, with heels 13/8 high which 
is a little higher than usual for grow- 
ing girls lines. 


E. ARNOLD, who has _ spent 
* much time recently in the South- 
ern states doing development work for 
the Enna Jettick line of Dunn & Mc- 
Carthy, Inc., has been transferred to 
the Western New York territory. He 
will make his headquarters in Buffalo. 
This is the same territory which Mr. 
Arnold covered for the Thompson- 
Crooker Shoe Co. 








HE annual meeting of The Penn- 
sylvania Shoe Travelers was held 
Saturday, March 29, 1930, in Pitts- 


burgh. 
The following officers were elected: 
President, Herman Scheuler; secre- 


tary-treasurer, Joseph Harris; direc- 
tors, R. D. Stitt, T. I. Nichols, George 
Murfitt. 


NEWS 
of the ROAD 


USINESS con- 

ditions in the 
Far West are im- 
proving and prom- 
ise definite increase 
in consumer de- 
mand for shoes in 
many portions of 
that territory, in 
the opinion of 
Claude M. Crafts, 
sales manager of 
the G. P. Crafts 
Co., makers of 
men’s and _ boys’ 
shoes with fac- 
tories at Manchester, N. H., who is now 
on a two months’ trip that will take 
him across the country and back. 

Mr. Crafts personally visits the 
larger accounts of his firm in all sec- 
tions of the country and thus is in a 
position to measure the prospects for 
retail business from a national stand- 
point. He is selling shoes for retailing 
next fall as well as in stock and make- 
up numbers for the late spring and 
summer. 





Claude M. Crafts 





B. BROWN is now covering 

¢ New York State and Western 

Pennsylvania for the Craddock-Terry 

Co., of Lynchburg, Va. His maiden 

trip with the new line was begun 

March 31, following a visit to the fac- 
tory. 








Shoe Saleswomen, Too 











Mary E. Bendelari, of Paris and New York, designer and manufac- 
turer of fashionable footwear for women, photographed with the mem- 
bers of her sales staff 
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USKIDE Soles 


Natural Color 
Non-Marking 





seis 5 Heat 


United States 


Sundries Department 
WORLD’S LARGEST MANUFACTURERS OF RUBBERWEAR FOR FEET 
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\ \ 7 E doubt there is a person in the 

country who does not know of 
the United States Rubber Company and 
one or more of its products. 


And these people—your customers— 
know the careful workmanship and high 
quality in everything the United States 
Rubber Company makes. They are al- 
ready spending their money with you 
for “U. S.” products—Keds, Gaytees, 
and Blue Ribbon Rubber Footwear. 


When, therefore, you point out the 
shoes you are offering have Uskide Soles 
and Spring-Step Rubber Heels—made 
by the United States Rubber Company 
—you are establishing in their minds an 
assurance that quality is all-important 
in the construction of your line. 


As for the New Sole— 


Adding a natural color to composi- 
tion soling has never been a problem— 
adding it without subtracting wearing 
units has been. The new Uskide is still 
the fine, firm bottoming material that 
has long since established itself as the 
standard by which all other soling of 
this type is judged. 


Specify natural-colored, non-marking 
Uskide on men’s, boys’, youths’, little 
gents’, misses’ and children’s sizes. 


Guaranteed 








SPRING-STEP 


“Like 


WIRD 








RubberHeels 


Walking on Turf” 





Rubber Company 


PROVIDENCE, R. I. 












THEY CAN’T 
MISS IT 


if it is displayed in a 





OUTSIDE DISPLAY CASE 


———————— 





a 













Outside 
Display 


Case 
No. 542 


The merchandise you display in your 
store is undeniably attractive. But 
the thousands of people who pass 
your door every day won’t want it if 
they can’t see it. By placing a “Silent 
Salesman” Outside Display Case out- 
side your door everyone who passes 
on the street will see and be urged 
to buy your merchandise. Investi- 
gate this valuable, inexpensive sales 


aid. Write us TODAY. 


DETROIT SHOW CASE CO. 


1670 W. Fort Street, Detroit, Michigan 
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MANFIELD & SONS| 


TAN & BLACK 


SEND FOR CATALOGUE 
BUY DIRECT FROM MAKERS 








1629, Chestnut St. 
PHILADELPHIA. 


ALL WIDTHS 


IN STOCK 


ENGLISH 
RIDING BOOTS 


CHILD'S Tan 
D WIDTH 











TAN s BLACK 


























P 





(os 


and CONVENIENCE ~ 


PARAMOUNT 


700 Rooms—Each with Bath, Shower 


$3.00 Single, ard up 
$5.00 Double, and up 


EXCELLENT CUISINE AND SERVICE 


46th St. 


W. of B’way 
New York 


Newly 
Decorated 
and 
Under 
New | 
Management 









fon 





For 
QUIET, 
COMFORT 





HOTEL 


and Running Ice Water 


LUXURIOUS GRILL 


MUSIC AND DANCING 
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Many a dealer has been 


keenly disappointed in a line 






of shoes that was satisfactory as 






regards style, fit, ete., but 
failed to please the customer 










because of that unbearable 





*“squeaking.”’ 





In addition to their other 





good qualities, Onco Inner- 











eel vccce mane soles prevent the “squeak” 
THE PERFECT INNERSOLE which spoils many an attrac- 
PERMANENTLY LIGHTER IN 4 
FLEXIBLE WEIGHT tive shoe. 
CUSHIONED Patan MOISTURE 
RESILIENCY |g THICKNESS MDBORGENT Ask your manufacturer to 
RETAINS ITS WILL NOT , 
SHAPE DRAW THE FEET supply shoes with Onco Inner- 


soles. 












FOUNDED 1852 


Portland, aine 













BRANCH OFFICES: 









New York City Boston, Mass. Chicago, II. 

233 Broadway 76 Lincoln Street 110 So. Dearborn Street 

Atlanta, Ga. St. Louis, Mo. Pittsburgh, Pa. 
1023 Candler Bidg. 1012 Arcade Bidg. 1626 Oliver Bidg. 
San Francisco, Cal. Minneapolis, Minn. Montreal 






» * © 
58 Sutter Street 736 Plymouth Bidg. 509 New Birks Bidg. 
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“ALAMO” 
Special Process 
20/8 Heel 


B-443—Genuine Black and 
White Rajah Lizard Vam 
with ‘Mat Kid Quarter. .86, 00 








“FLARE” 
Special Process 
20/8 Heel 
B-342—Genuine Beige Snake 
$7.00 








“SUSAN” 
Special Process 
20/8 Heel 
B-458—Patent with Py) 
Snake Calf Trim 
B-459—Gun Metal ae or 
Grey Snake Calf Trim.$4.75 








“REGENT” 
Nu Mode Process 
20/8 Heel 
B-438S—Larkspur Blue mee 


B-439—Grass Green Kita 

B-180—Mat Kid 

B-335—Black Silk Moire 
85.00 


B-336—White Silkk Moire 
Suit-able for Tinting. .85.25 








“AMSIE” 
Special Process 
20/8 Heel 
| a eo = B ae ~ Calf with 
Genuine and 


ite 
Rajah Ring Liserd Trim 85. 25 
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IN §TOCK 
TYLES 


The New Menihan 
Ln-S'tock Styles for Spring 


1930 


Tue MENIHAN COMPANY presents its new and com- 
plete line of the In-Stock Footwear Styles for 
Spring. 


Included in the numbers portrayed herein are all 
of the newer shades and color, chiefly in the lighter 
mode and characteristic of the trend of the current 
season. 


Genuine Reptilians are in profuse variety, as we!l 
as shoes of contrasting colors in all the favorite 
trims. 


Menihan’s In-Stock Department, through its size 
its skill in choosing popular numbers and throug rh 
its prompt service, has come to be one of the largest 
In-Stock Departments of the Shoe Industry. 


New catalog, showing complete line of the stock 
styles will prove we “stock the newest, first.” 





Termes Net 30 Days 


Twenty-five cents additional for 
orders of less than three pairs. 














NOTE: You should be receiving our weekly In- 
Stock Catalog of newest and most up-to-date styles. 
Mail your order today and we'll put you on our 
mailing list. 











THE MENIHAN COMPANY 


In-Stock Department 


Pittsburgh Office 
Huenry Hore. 
W. A. BARNEY 


ROCHESTER, N. Y., U. S. A. , 


Cleveland Office 
Tues HOLLENDEN HOTEL 


Makers of Menihan Arch-Aid Shoes A. F. JENKS 
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Detroit Office 
DETROIT-LELAND Hore. 
Cc. G. SELLERS 


San Francisco Office Los Angeles Office 
PLAZA HorTen 111 East 8TH St. 
H. 8. KUSHINS Cc. B. VAN DB GRIFT 


Chicago Office New York Office New England Office 
MaszEstio Hore. 846 9 asus BLpa. Draper Hors. 
vy. J. SATEK B. W. MOYLAN NORTHAMPTON, Mass. 
BLLIOTT LA MONTAGNE 
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NATIONAL NEWS 


SATURDAY, APRIL 12, 1930 


EVERY WEEK 








—— 


Sees Healthy 
Situation in 


Shoe Industry 


HE decline of 

more than a 
million pairs of 
shoes in January 
of this year as 
compared with 
January, 1929, 
shown in the De- 
partment of Com- 
merce survey, con- 
sidered in conjunc- 
tion with relative- 
ly slight declines 
in retail sales, is 
an indication of 
health in the in- 
dustry, according to John A. Bush, 
president of the Brown Shoe Co. In 
a statement published in the New York 
World Mr. Bush says: 

“One million, one hundred thousand 
pairs of shoes less were manufactured 
in the United States in January, 1930, 
than in January, 1929, and no doubt 
February and March will show still 
greater reductions. At retail the re- 
duction in number of pairs sold is only 
slightly less than a year ago. A cross 
section of retail outlets all over the 
United States tabulated by our statis- 
tical department shows a reduction in 
sales at retail for the month of January 
of slightly less than 4 per cent, while 
in February there was a slight increase 
as compared with a year ago. The two 
months taken together show a reduction 
of only 2 per cent less than a year ago. 

“This is healthy, as it indicates many 
less shoes are being manufactured 
than are being consumed, for there 
were certainly too many shoes pro- 
a during the last six months of 

“If basic commodity prices, such as 
products of the farm, stabilize them- 
selves at a little better figure, so that 
the farmers can have some margin, it 
seems to us that the shoe business 
should gain momentum during the last 
seven months of the year, and that at 
the present time there is an orderly 
but extremely healthy reduction in 
stocks of finished shoes.” 

The statement of Mr. Bush appeared 
in a section of the World devoted to 


John A. Bush 





business leaders’ opinions. 
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Detroit Next N.S. R. A. City 


Annual Meeting Scheduled for January 5, 6, 7 and 8, 1931— 
Adequate Hotel Accommodations Assured—Retailers 
of Detroit and Michigan Co-operate 


CHICAGO — The 
next convention of 
the National Shoe 
Retailers Associa- 
tion will be held in 
Detroit on Jan. 5, 
6, 7 and 8, 1931. 
This decision was 
reached by a spe- 
cial committee of 
directors appoint- 
ed during the con- 
vention at St. = 
Louis, and its ac- 
tion is expressive 
of the opinion of 
the board of directors, according to an 
announcement by Manager James 
Stone. 

The hotel accommodations and other 
facilities of a number of other cities 
which had extended invitations for the 
convention were carefully investigated, 
but a survey of the hotels in Detroit 
revealed that there were plenty of 
sample rooms and other large rooms 


James H. Stone 





Tanners to Hold Leather 
Show 


New York—Forty-two tanners 
have made reservations for space 
at the Official Opening of Amer- 
ican Leathers for Fall, 1930, to 
be held at the Hotel Astor, New 
York, on Monday and Tuesday, 
April 28 and 29 next. Two other 
tanners are considering participa- 
tion, which will make the largest 
number of exhibitors ever taking 
part in this cooperative enter- 
prise. 

J. J. Lyons, chairman of the 
Exhibit Committee, is negotiating 
with the Hotel Astor for one of 
the smaller rooms adjoining the 
Grand Bail Room in order to pro- 
vide additional space for all the 
tanners who wish to show their 
new leathers for the fall and 
winter seasons. 














for making displays, thus assuring 
manufacturers of an adequate number 
of the kind of rooms desired by them, 
and of a size they require and in favor- 
able locations for transacting business. 
Retailers attending the convention also 
will find ample accommodations at rea- 
sorable rates. The hotels of Detroit 
all have agreed there shall be no ad- 
vance in rates. 

During recent years there has been 
great pressure brought both by retail- 
ers and manufacturers to hold the con- 
vention in other cities. Detroit is the 
fourth largest city in population; it is 
admitted to be centrally located; it has 
ample transportation facilities and the 
hotels provide all that is necessary for 
a successful convention. 

The retail shoe business of Detroit 
and vicinity serves one of the most 
thickly populated sections of the 
United States and within a night’s ride 
of Detroit, in any direction, there is 
probably as large a volume of shoes 
sold as in any part of the country. 

Detroit possesses many things of un- 
usual interest to retailers of shoes. 
There are many large exclusive retail 
shoe stores, and large shoe departments 
that will afford opportunity for visiting 
retailers to inspect and observe how 
they are operated. It is the leading au- 
tomobile center of the country, and op- 
portunity will be afforded for an in- 
spection of them, as well as many other 
interesting places. 

The headquarters of the N. S. R. A. 
will shortly send to the trade an an- 
nouncement of the selection of the 
chairman of the 1931 convention and 
the chairmen and members of other 
committees, as well as of the plans by 
which manufacturers and _ retailers 
may obtain reservations of sample and 
sleeping rooms. 

In the meantime, those who wish to 


| make reservations may do so by mak- 


ing application to the headquarters of 
the association, 8 South Michigan Ave- 
nue, Chicago. All applications will be 
cleared through and approved by the 
association, in accordance with ar- 
rangements that already have been 
made with the hotels at Detroit. 



































Evening & afternoon 





7 on the street @ in 





the home ~& 





White will be seen 


everywhere 


The season will be longer 





ARE YOU PREPARED FOR IT? 











cAmalgamated Leather Companies, Inc. 


cAmals 
nal amated Offices:319 Arch Street, Philadelphia;xx Factories, Wilmington,Del. 
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One of the attractive windows of the new Imperial Shoe Store in 
Shreveport, La. 








Artistic Store at Small Cost 


Joha H. Breffielh Finds Original Decorations Are Inexpensive 
If You Have an Artist for a Wife 


SHREVEPORT, La.—John H. Breffielh, 
proprietor of the New Imperial Shoe 
Store of Shreveport, has succeeded in 
developing a store that combines mod- 
ern artistic features with economy and 
practical utility. 

Mr. Breffielh, when interviewed con- 
cerning his new store, said: “For 
twenty-five years or more I have been 
watching the trend of shoe merchandis- 
ing and naturally I had long since vis- 
ualized the ideal shoe store. While I 
have been unable to realize some of 
the more fanciful plans, I have elimi- 
nated the impersonal commercial at- 
mosphere from my new store. The 
principal means of accomplishing this 
lies in the cozy homelike decorations 
and in the hospitable attitude of the 
personnel of the new store. We have 
been open only a few days, but already 
there is a most favorable reaction, and 
with my long experience assuring them 
of the finest shoes and fitting in the 
city, I believe that the future of the 
new venture is assured.” 

In brief, the difference in the new 
store is first seen in the windows in 
which the background of antique Span- 
ish architecture is exquisitely offset 
with original changeable paintings in 
the arch panels. The paintings were 
done by Mrs. Breffielh. After being en- 
ticed to enter by the windows, the first 
thing to catch the eye is a “cozy corner” 
furnished and designed to represent the 
most livable living room imaginable. 
Comfortable easy chairs, writing desk, 
telephone stand, original paintings on 
the wall, book racks, etc., all lend to the 
feeling of being perfectly at home. 

The remainder of the store is de- 
signed upon the most modern and con- 
venient plans, being beautifully deco- 
rated in the prevailing color motif, 





orchid and gray. The offices are sepa- 
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rated from the store proper with 
Grecian columns and handsome hand- 
painted panels draped with beautiful 
curtains. The overhead lighting system 
is arranged to add beauty to the en- 
trancing ensemble, while presenting a 
soft but sufficient afterglow effect that 
is most resting to the eye. 

However, as Mr. Breffielh says, the 
most important phase of the new store 
is the relatively small expense with 
which the effect was secured. 


to Feature Foot 
Health 


PITTSBURGH, Pa., March 31 (UTPS) 
More than 50 members of the Pitts- 
burgh Shoe Retailer’ Association were 
entertained at a men’s club dinner in 
Smithfield Street Evangelical Protes- 
tant Church. Preceding their monthly 
meeting last Thursday night in the 
store of A. J. Schmidt, 627 Smithfield 
Street. Dr. Percy G. Kammerer, rector 
of Trinity Cathedral, and Rev. Carl 
August Voss, pastor of the Smithfield 
Street Church, addressed the shoe men. 

At the meeting later in the Schmidt 
shoe store, the members saw a motion 
picture and heard a lecture on “How 
Leather Is Made.” The association 
made plans for “Foot Health Week,” 
April 20 to 26, and also discussed plans 
for “Tan Shoe Week,” in May. Sev- 
eral members replied to recent lectures 
and talks on chain store benefits, by 
citing that the old type of merchant is 
the real beneficiary to a community in 
times of strife and unemployment and 
always is interested in promoting civic 
and educational advancement in the 
places where he is engaged in busi- 
ness. 


Pittsburgh 




















“REG. U.S. PAT. OFF. 


different sizes 
of Sport or Camp 
Boots in stock today 


8 inch 
$4.60 


Gristle 
Sole 


“98'S 0 0.02, 


Style 317 


Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 


WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 


Sizes Carried in Stock, 5-8 AA, 5-8 A, 
4-8 B, 2'4-8 C and D—AIl Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alle- 
gheny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Aurora Missouri 





——.\N STOCK... 


7" 


— which move today get their im- 
petus from a complete in-stock service 
such as is offered on 


MO-DEBS 
ec lh JUNIOR 


Spot Sole. Kid lined. 


Sizes 5 to 8, C to E..82.00 

Sizes 8% to 12, Bto D.. 2.3% 

473—Same as above in Light = 
Smoked Elk. 

479—Same in Patent Col 


a 
Also sizes 11% to 2 A to D 


~~ GREENFLEX 


All of your needs in juvenile welts, can be 
drawn instantly from this great reserve of 
freshly-styled, full valued footwear—and 
when we say instantly we mean it. 





With Easter two steps away now is the time 
to send those orders you want on time. 


1470 
Patent Centre Buckle 
B,C &D 


IAAT 


Factory, 960 HARRISON AVE., BOSTON, MASS. 


Our new spring 


booklet showing 3 No. 7180—Blanche—8$3.35 
"7 % An excellent fitting Patent Centre 

numbers in stock > et Buckle on our new 52 last. 10/8 
‘ Heel, Leather Top. AA 8%4-8, A 


is now ready . 3%-8, B 2%-8, C 21-8. 
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View of the interior of the new Imperial Shoe Store at Shreveport, 
La., described on page 67 








Godman Twenty-five Year 
Club Banquet 


CoLUMBUS, OHIO (UTPS)—The fifth 
annual banquet given by officers and 
directors of the H. C. Godman Co., 
operating eleven shoe manufacturing 
units in Columbus and Lancaster to 
the Twenty-five Year Club was held 
recently at the Neil House. 

The club is composed of employees of 
the company who have had 25 years or 
more of continuous service. It was re- 
ported that nine employees have had 
40 years or more and 30 have been with 
the company for 35 years. Twenty- 
eight of the 246 members of the club 
are women. At the banquet 21 new 
members were inducted into the club. 
F. A. Miller, president of the H. C. 
Godman Co., acted as toastmaster and 
talks were made by a number of the 
old timers. 





Large Orders Placed for 
Easter Shoes 


New YorK—One of the most encour- 
aging signs of a constantly improving 
sentiment in retail shoe circles is the 
number of large orders placed with 
manufacturers recently for at-once 
business and pre-Easter shipment. 

The A. H. Geuting Co. recently 
placed an order for approximately a 
quarter-million dollars worth of shoes 
with Philadelphia manufacturers in an- 
ticipation of spring needs. This and 
other large orders are believed to re- 
flect the optimistic expectations current 
in shoe trade circles. 

Shoe factories throughout the East 
are more active, and many plants which 
specialize in women’s shoes are oper- 
ating at or near capacity. The Physi- 
cal Culture shoe factory in Brooklyn re- 
ports orders on hand sufficient to keep 
the factory working at capacity, and 
one Philadelphia plant has more orders 
already booked than they can take care 
of during the next few months. 


Return from Cruise 


LOUISVILLE, Ky. (UTPS)—Henry 
Michael, Sr., and his son, Henry Mi- 
chael, Jr., of the Michael Shoe Com- 
pany, 336 West Market Street, have 
just returned from a month’s trip on a 
Caribbean cruise. 
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Recorder Chicago Office 
to Be in Republic 
Building 


On May 1, the Chicago office of 
Boot and Shoe Recorder will be 
at Room 1334, Republic Bidg., 
State and Adams Streets. 

This location is a particularly 
convenient one from which to 
serve representatives of all 
branches of the shoe industry, and 
the location of the new office is 
just opposite the elevators, where 
visitors will be able to find it 
easily and quickly. 











Jarman Shoe Company Will | 


Double Capacity 


NASHVILLE, TENN. — Simultaneously 
with the announcement that the Jar- 
man Shoe Company, manufacturers of 
“Friendly Five” shoes, had elected C. P. 
Clark, well known advertising man, 


vice-president and director in that com- | 


pany, came the statement that this 
company has acquired a site for a new 
factory which will be the same size and 
capacity of the present plant. 

Work was started April 1 razing old 
buildings on the site of the proposed 
new factory, which is adjacent to the 
present plant, and officials of the com- 
pany stated that the new plant will be 
built at once. 

The business of the Jarman factory 
has developed within recent years until 
it has now attained international pro- 
portions, and “Friendly Five” shoes are 
now being sold in thirteen foreign 
countries in addition to the forty-eight 
States. Production has steadily in- 
creased until the present 


expansion led to the plans for the ad- 
ditional unit. 

In addition to Mr. Clark’s election to 
the vice-presidency and 
the following official changes in the 
management personnel were announced: 
William Blackie was elected assistant 
secretary, and A. H. Steining was pro- 
moted to assistant treasurer. 
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plant has | 
reached full capacity, and the continued | 


directorship, | 


MADE BY THE 
OHIO LEATHER COMPANY 





It’s a Comfort 
Leather 


Made purposely for men’s 
shoes requiring a_ pliable 
and mellow leather. Tanned 
by a special process, this 
leather has a texture that 
breathes. No more hot, 
tired feet. It has a beau- 
tiful finish in either Tan or 
Black and takes a perfect 
polish. 


“La Salle” 


O17—Tan Kaffor Calf Bal Oxford. .84.60 
018—Black Kaffor Calf Bal Oxford 4.50 


013—Tan Kaffor Calf, Folded Tip. .84.60 
014—Black Kaffor Calf, Folded Tip 
033—Tan Kaffor Calf, Pinked Tip - 
034—Black Kaffor Calf, Pinked Tip 4.50 
O3—Tan Kaffor Calf Blu. Oxford. 4.60 
04—Black Kaffor Calf Bin. Oxford 4.60 


“Combi- 
nation” 


080—Black Kaffor Calf Blu. Oxford $4.50 
085—Tan Kaffor Calf Blu. Oxford. 4.60 





MUSEBECK 
SHOE COMPANY 
DANVILLE, ILLINOIS 








WHERE TO BUY 
Men’s Shoes 

















GHE EST G TH, MASS. U.S.A. 








The 


MONET AL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


| WRITE TODAY FOR CATALOGUE 


Maal 


KUMFORT-ARCH SHOE 


co. 

















BION F- REYNOLDS CO "c- BROCK CRTON MASS 
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| NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 








St. Louis Manufacturers 
and Wholesalers Elect 





Chester A. More 


St. Louis—At the regular 
monthly meeting of the St. Louis 
Shoe Manufacturers and Whole- 
salers Association, held Friday, 
March 28, the annual election of 
officers was held. The following 
were elected: 

President, Chester A. More, of 
the Chouteau Shoe Mfg. Co 


First vice-president, Carlos 
Reese, of Roberts, Johnson & 
Rand Shoe Co. 


Second vice-president, Fred S. 
Rice, of Rice-O’Neill Shoe Co. 

Treasurer, A. White, of 
Brown Shoe Co. 

Executive secretary, Frank A. 
Mahler. 

The following directors. will 
serve with the officers for the 
coming year: J. A. Bush, of 
Brown Shoe Company; Frank 
Nitchie, of St. Louis Endicott- 
Johnson plant; Norman McDon- 
ald, of Johnson, Stephens & Shin- 
kle Shoe Company; Paul B. Jami- 
son, of Friedman-Shelby Shoe Co. 

The association comprises the 
leading manufacturers in the St. 
Louis market, its principal pur- 
pose being to expand the St. 
Louis shoe market and to create 
greater distribution for its foot- 
wear products. It is one of the 
outstanding organizations in the 
industry. 











Nashville Merchant Wins Sales 
Contest 


NASHVILLE, TENN.—In a recent sales 
contest held by the Jarman Shoe Co., 


Nashville, Tenn., manufacturer of 
“Friendly Five” shoes, between 7000 
merchants throughout the United 


States handling that brand of shoes, 
H. Gilbert & Son, clothiers, Public 
Square, Nashville, Tenn., won first 
prize with an increase of 267 per cent. 



















R. E. Cleghorn is shoe manager. 
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Big Season for Whites and 
Linens Forecast 


Des MOINES, Iowa (UTPS)—Black 
kid pumps and reptile pumps are lead. 
ing styles in the volume business for 
the latter part of March -and the first 
of April, according to John Corcoran, 
buyer for the Panor Shoe Company 
chain of stores, with headquarters in 
Des Moines. Black kid pumps have 
retained their popularity throughout 
the early spring season. Running a 
close second to reptile pumps are 3-eye- 
let ties, also in reptile leathers for the 
most part. 

An innovation already in force by the 
Panor stores is the use of linen shves 
to be worn either in white or natura] 
as they come, or dyed to match the 
purchaser’s frock. This dyeing process 
has been demonstrated in Des Moines 
and is proving popular. Window dis- 
plays are being used to present the dyed 
shoes to the public, and emphasis is 
placed on the fact that the dye can be 
applied quickly and that the shoes hold 
their shape perfectly. Later in the 
season some linen shoes will appear 
with embroidery trim, Mr. Corcoran 
predicts. 

White kid, it is believed, will be a 
popular material for footwear the com- 
ing season, as inquiries have already 
been received in many instances. Shoe 
dealers have purchased extensive sup- 
plies in preparation for a white season, 
anticipated to be even stronger than 
that of last year. Stress for the early 
season, however, is being placed by the 
Panor stores on the linen shoes to retail 
at $5.50 up. 


Gets Patent on New Shoe 


BROOKLYN, N. Y.—Orlando B. Salis- 
bury, of Brooklyn, has obtained a 
patent covering a shoe designed with 
a straight inside line extending to the 
end of the great toe, also straight out 
side line to a point allowing full roo 
for little toe. 

Mr. Salisbury’s invention relates to 
right and left shoes or footwear, the 
principal object being to prevent th: 
abnormal turning of the large, second, 
and little toe toward the third and 
fourth toe causing hallux valgus, over 
lapping toes, bunions, blisters, corns 
callosities and embedded toe nails fron 
childhood to old age. Another object 
is to prevent abduction and rolling ove: 
inward or pronation of the weakened 
foot. A further: object is to provid 
a correct form for a flat-foot brace and 
stiffening for a weakened foot, prevent 
shortened or hammer toes, and provide 
the normal room to straighten de 
formed toes. 


Peter Miller & Sons Retire 


POUGHKEEPSIE—After 47 years in 
the retail shoe business, Peter Miller 
& Sons, of 330 Main Street, retired 
April 1. This was one of the oldest 
established concerns in this city. 
Charles T. Miller, owner of the busi- 
ness since the death of his father in 
1913, has leased the building on favor- 
able terms. A_ successful clearance 
sale cleared the shelves of all shoes. 

Mr. Miller is a director of the New 
York State Shoe Retailers Association, 
and several years ago served as presi- 
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Put the weight of your sales effort 
this spring behind 


Pon [lacy + 


Pontiped| 


They are particularly well made, comfortable shoes of 


La EZ. 











ASON, 


than h h ; No. W2401 
arly the type that women should wear most of the time a i a 


Underlay. Arch Support. 
14/8 Wood Spool Heel. 
$5.00 


etail Watersnake 


—arch support welts. Ponti-peds are the safe line to 


Combination Last. 


carry in all regular sizes and a range of styles. Last 138. 


Shoes shown 
here are 


IN STOCK 


in these sizes: 


No. W1615 
Black Kid 2 Strap. Center Buckles. Arch 


Support. 


Heel. 
listed 


139 Last. 16/8 Spanish Wood 
D width, 4-9, in addition to sizes 
at left. $4.50 


No. W2215 


No. W2432 


Sun Tan Kid 4-Eyelet Gipsy Tie, Tropical 
Tan Kid Tip, Vamp Stay and Underlay in 


Combination 


Quarter. Arch Support. 
14/8 Wood Spool Heel instead of 
Last 124. $5.15 


Last. 


AAA to C 
$5.00 


Same in Tropical Tan Kid. 
widths. 


PONTIAC SHOE MEG. CO. 


PONTIAC, ILLINOIS 


leather as illustrated. 
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WHERE TO BUY 
Men's Shoes 





SHOE 


Besten—-143 Enecx Street 
N. Y.—015-917 Marbridge Bide. 











WHERE TO BUY 


Women’s Shoes 





Ultra-Smart Sandals 
color — 


combinations 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 








CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., ING 
IN Buffalo, N. Y. STOCK 

















WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 
FOR MEN AND WOMEN 
rah Footwear 
sy that Comfort demands and 
% Fashion endorses 


u MAIN ST. 
WILTON, ME... 





Wins Guggenheim Award 
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BROCKTON, MAss.—Brockton has been 
honored by the Guggenheim Fund for 
the Promotion of Aeronautics in the 
award to the Barbour Welting Com- 
pany of a Certificate of Achievement 
for their erection of an airway marker 
on the roof of their factory in the Mon- 
tello section of the city. The certificate 
is signed by Col. Charles A. Lindbergh, 
and the framed original is displayed in 
the Barbour Welting Company’s Bos- 
ton office. 


Melville Acquires Traveler 


New YorkK.—Merger of the business 


| of the Traveler Shoe Stores with that 
| of the Melville Shoe Corporation as of 


April 1 was announced last week by 
Frank Melville, Jr., chairman of the 
latter concern. The combination brings 
505 stores under one management, 
which have an annual sales volume of 
more than $30,000,000. 

All of the business and 
Traveler, subject to substantially all of 


its liabilities, are to be transferred to | 


the Melville Corporation in considera- 
tion of a certain number of shares of 


Melville common stock, the exact num- | 


ber depending upon a valuation of the 
net assets of Traveler made as of the 
opening of business on April 1. 

At the annual meeting of the Mel- 


| ville Corp., Monday, Ward Melville was | 


elected president, succeeding his father, 
Frank Melville, Jr., 
chairman of the board. 
William Fitch Allen, 
years director of the company, was 
elected vice-president. Other officers 


| were reelected as follows: 


E. R. Allen, treasurer, and Joel E. 
Fisher, secretary. Z. J. Richards was 
appointed assistant treasurer. 

Ward Melville also succeeds his 


| father as president of the R-W Realty 


WHERE TO BUY 


Shoe Forms 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, 
Practically Invisible 





FORM CO., Auburn, N. Y. 











Co., John Ward Men’s Shoes, Inc., 
Rival Shoe Co., Inc., and the Thom 
McAn Shoe Co., Inc., all subsidiaries 
of the Melville company. 

The board of directors’ meeting pre- 
ceded the annual stockholders’ meeting, 
at which all members of the board 
were elected as follows: 

Frank Melville, Jr., Ward Melville, 
William Fitch Allen, Frederick S. Lit- 
tle, J. Franklin McElwain, Joseph L. 


| Merrill and H. E. Robinson. 


At the annual directors’ meeting the 
regular quarterly dividends of $1.50 on 
the first preferred, 7% cents on the 
second preferred, and 50 cents on the 
common stock were declared payable 
May 1 to stockholders of record April 
18. 
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assets of | 


who was elected | 


for several 


Get Ready—Foot Health Week 
(CONTINUED FROM PAGE 39) 


No. 10—Walking League. 

The slogan of the week is “Bp, 
Healthy—WALK!” Start an interes 
in walking. Organize a group of busj. 
ness men to form a walking club, 
Walk ten minutes every noon, after 
lunch. 

No. 10—Shoe Clinic. 

Conduct a shoe clinic and give shoe 
and foot advice to your customers jp 
your store. 

On your toes! be ready for the great. 
est shoe and foot health week of April 
20-26, and start early. 

The eight sport wear axioms of foot 
health are: 

1—Select shoes that will help, not 
handicap, the normal action of the 
foot. Shoes for any purpose, running 
or walking, sport or street wear, should 
be foot shaped and generous in width 
and length. They should bend freely 
at the ball of the foot. 

2—Select stockings of ample size, too, 
not snug fitting but at least half an 
inch longer than the foot. If you wear 
summer sport woolen stockings, wear 
cotton stockings inside them to avoid 

irritation. 
3—Keep the feet parallel in walking 
| or running. Toeing in or out weakens 

the ankles and arches and _ hinders 
speed. 
4—Bathe the feet frequently, at 
least before and after every workout, 
in water of comfortable temperature, 
neither hot nor cold. A handful of sca 
salt to each quart of water will help 
| toughen the feet. 
5—Massage the feet with lanolin and 
dust beric acid into the shoes and stock- 
| ings before every workout. 

6—Do not cut corns or calluses your- 
self. That is really dangerous and 
should be done by a doctor or chiropo- 
dist. Cut the nails straight across, 
not round at the corners, nor too short. 

7—Do not puncture blisters except 
with a thoroughly sterilized instrument. 
Avoid the use of iodine on abrasions— 
| it often irritates. A 2 per cent mer- 
curochrome solution is better. 

8—Rest with the feet elevated to : 
level with the body for at least 20 
minutes after every workout. 

9—If irritations and blisters do not 
respond to your first aid treatment 
consult a physician or podiatrist befor: 
infection develops. 

10—Walking is the best exercise, th 
cheapest, and the easiest to take. 

These rules have been followed b) 
the most successful athletes and the, 
are worthy of your consideration ani 
acceptance. 

The feet are the only mechanism o! 
locomotion for which there are no spar 
parts. Learn to use them rightfully. 





Fire in Homestead Store 


PITTSBURGH, Pa. (UTPS)—Fire last 
week swept the shoe store of Louis 
Matz, in Eighth Avenue, Homestead, 
causing a loss of $20,000 to stock and 
$5,000 to the building. The store had 
been heavily stocked with spring styles 
for the Easter season. The fire had 
made considerable headway before be- 
ing discovered, and burned through the 
entire length of the store before it was 





brought under control. 
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ihe i OF JUVENILE FOOTWEAR 
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frcly Welts Stitchdowns Turns 


ye IN STOCK 


avoid 
om for immediate delivery 
2 it, <> . At this time, with Easter sell- 


ing approaching its climax, we 
urge shoe merchants to call on 
our comprehensive in-stock ser- 
vice for all their juvenile needs. 
LITTLE SERGEANT WELT 


No. 632—T: Elk Moccasin 
One order to one house, and “ipecisl moccasin bast! 


Flexible water-resisting 
soles 


No. 437—T: Elk Oxford. . . ° 
‘ st sole one shipment immediately re- giles 8 ay wide... 


Water-resisting oak soles. 
8% toll D wide 


Asborn arch. Rubber heels. . ee 
moves all of your sizing up 11% to 2D wide 


worries. 


By concentrating your orders 
on this one safe source of sup- 
ply you can save time and 
money, and realize greater 
profits from increased sales. 


Prices listed here apply to mini- 
mum orders of 18 pairs of a 
: JACK-0-LANTERN 
Lay wean Teen run and style. On orders for STITCHDOWN 
i No. 778—I’atent One Strap 
Ne. 87\—Patent One Strep. less than 18 pairs add 10 cents ha get ed 
Oak bend soles. per patr. quarter linings 
Drill linings. 5% to 8 Spring heels.$1.40 
4 to 8 D wide....$1.25 8% to 11 Rubber heels. 1.65 
8% toll D wide.... 1.47% 11% to 2 Rubber heels. 


CURTIS~STEPHENS ~ EMBRY COMPANY 
Read. ing ~ Senns yl varua 


LITTLE SERGEANT SHOES NOBBY TREAD SHOES 
PLAY WEAR SHOES 
Ry. (ol conm.¥. Bs 4.4, B15 10) 5 — 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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tL. B. EVANS’ SON CO., Wakefield, Mass. 





In Brown-Black and color 
a I style with com. 

Produced by the 
} of 


Po UL. 
Samples and prices Pullman Slippers. 
on HOR Nationally known 
SWAN SHOE CO., Inc., Baltimore, Md. 
Manufacturers 


New York Office—Room 551, Marbridge Bidg. 


SLIPPERS 





in STOCK 
All Colers of Kile 


Pe & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 





The Last 
Word in 
Quality 
Slippers ae 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 











MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


WwW. S. CHASE & SONS 
Haverhill, Mass. 


Besten Office: Reom 501, Statler Bldg. 


Prices from 
$2.15 to $8.50 

















Homelike Shoe Store Interior 





The Gunn & Critzer store in Spokane, showing how special attention is 
given to displaying of styleful shoes 








Open House on Anniversary 


Spokane Shoe Shop Celebrates Successful First Year in 
Business—Original Ideas in Merchandising Employed 


SPOKANE, WASH.—The exclusive shoe 
shop operated by Gunn & Critzer in 
the Title Building, Wall and Sprague, 
celebrated its first anniversary with 
“Open House” March 26. Souvenirs in 
the form of roses for the ladies and 
cigars for the men were presented to 
visitors. 

Both Mr. Gunn and Mr. Critzer are 
experienced shoe men, having been en- 
gaged in that business in Spokane for 
about 17 years. This is the first year of 
their association as a firm and it has 
been exceptionally successful. 

One of the many interesting features 
of the store is the fact that all the in- 
side decorating and wooden panel in- 
stallment, which are shown in the cut, 
was made by the members of the firm 
and all the store furniture was manu- 
factured in Spokane. The most modern 
methods are used in this exceptional 
shoe shop, one being the presentation 
to each customer of a slip stating the 
exact size and make of shoes purchased, 
this record also being kept in the store. 
In this way each customer can readily 
have the article replaced without even 
coming in to make the selection. Cus- 
tomers are also presented with high 
grade boxes with the name of the firm 
neatly engraved thereon. 

The hosiery department is also oper- 
ated in the same manner, a record being 
presented to the customer stating exact 
color, size and quality of the article 
purchased and the store keeping record. 

In sending out statements a unique 
form of advertising is presented with 
the message of goodwill and apprecia- 
tion of former patronage which pre- 
sents some new feature of the stock 
or business. Letters are carefully 
typed on a half sheet of finest grade of 
paper with attractive monogram of the 
firm and enclosed in an envelope of the 
same quality, also with stamped mono- 
gram, so that when received by custom- 
ers there will be no suggestion of the 
usual obnoxious “dun.” 
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Opens Romeisied Shoe Shop 


MINNEAPOLIS, MINN. (UTPS)—The 
enlarged and remodeled shoe shop that 
the John W. Thomas & Co. department 
store recently opened is fitted with 
American and Australian walnut. The 
walls have recessed display space 
The stock is hidden but with easy ac- 
cessibility in wall cases. Eighty cus- 
tomers may receive attention at one 
time, with chairs all filled. 

Special showings were made at the 
opening, including the $2,500 evening 
shoes with platinum reinforcement and 
the hand-painted colonial riding boots 
marked $1,000. Other old-time sho: 
of much value were displayed for th: 
formal function, which was marked 
with displays of flowers. C. C. Meschk: 
is manager. 

C. M. Stendal, the Shoeist, Nicollet 
Avenue at Tenth Street, has now in 
Minneapolis in his new store exclusiv: 
sale of Vitality shoes, $5 and $6. 


Excelsior Shoe Co. Elects 
Officers 


PORTSMOUTH, OHIO (UTPS)—Dire 
tors of the Excelsior Shoe Co. recently 
elected at the annual _ stockholders’ 
meeting have elected the following off 
cers for the coming year: President 
J. W. Bannon; vice-president, J. E. Wi 
liams; secretary-treasurer, J. D. Wi 
liams; general manager, A. G. Schmidt 


Shoes Identify Body of Nurs« 


PITTSBURGH, PA. (UTPS) —Chec! 
markings on shoes purchased at th 
C. A. Verner Company store here, es 
tablished the identification of Mrs. Au 
gusta F. Kennedy, a nurse, missing fo’ 
five weeks, whose body was found in th: 
Hudson River in New York a few day 
ago. 
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Win and Hold the Patronage of 
Hard-to-Fit Customers 


HE popularity and steady growth of 

Wilbur Coon Shoes over a long period of 

years is due primarily to the fact that they 
are known to every shoeman as the country’s 
outstanding line from a standpoint of Excep- 
tional Fitting. 


And at the same time they have the Style Ap- 
peal that women, forced for years to buy un- 
gainly and so-called “orthopedic” shoes in 
search for foot comfort, could never before 
obtain. 


A truly remarkable combination—smart style 
and perfect fitting for al] feet-—in Wilbur Coon 
Shoes. 


Of special importance to you: Not only will 
you be enabled to fit feet, but you will also build 
up an exclusive clientele that will “root” for you 
and your store—an “advertising endless chain” 
that will add to your profits and insure your con- 
tinued success, year after year. 

IN STOCK IN 235 
SIZES AND WIDTHS 


AAAA to EEEEE 


Write for Catalog! 


Moon ko 


37 Canal St., Rochester, N. Y. 
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WHERE TO BUY 
Men’s @& Women's 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Wa =A 


High Grade Turn Mules and D’Orsays 








* KENDALL ‘for « 


SLIPPER “""""] 





FOR YOUR BEST CUSTOMERS 
AND A GOOD 
MONEY MAKER 

IN 














KENDALL SHOE COMPANY 
HAVERHILL, MASS. 
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m ‘len Women & Chi ldren 


XN STOCK’, 
ia Us Outline 








ee 164—Men's oe nce 
Md eT ontoe- IN STOCK CATALOGUES 
Pn Array of Bo nog Slippers 
Heels, Padded Soles, Flexibles and 
Woolskin Slippers: also ‘Kony Moc, 
Service and Ventilated Oxfords and 
Gum Footwear: ~ Let us aid you in 
Slipper Merchandising! Write today, 


G 












MILWAUKEE WISCONSIN 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


“For Hard Service and LongWear" 


Mass 









BR Werk and Service Shoes In Stock 








Pre-Easter Sales to 
Equal Last Year’s 


CINCINNATI, OHI0O—Weather con- 
ditions during the month of February 
and the first part of March were ad- 
mirable for shopping but snow, sleet 
and rain kept the streets in a very 
sloppy condition during the last half 
of March and spring footwear sales 
were held down a bit. One of the 
leading merchants in the city, however, 
claims if figures were available that 
they would show that footwear sales 
for the first quarter of 1930 are on a 
par with those for the same period of 
last year. 

There were many new styles on dis- 
play around the first of April and it 
is apparent that pre-Easter sales will 
run as high as they do ordinarily. 
Among the new ones are some pumps 
and one-straps, with interlaced thong 
vamps and quarters of kid of corre- 
sponding or contrasting colors. 

Some of the other new numbers are 
adorned with heavy punchings and 
others with little bows or buckles either 
in front or slightly to one side. It 
appears just now that gray will be a 
little better than usual as a number of 
the department stores are featuring 
gray as a leader for ensemble wear. 
One store reports sales on grays unusu- 
ally high for this time of the year and 
expects sales to mount higher as the 
season goes along. Light colors are 
getting a great deal of play, with green 
rated best. Blue and purple and 
lavender are all especially good right 
now and no doubt this is due in part 
to the big demand for colored flowered 
dresses. 

The Smith-Kasson Company is fea- 
turing some genuine lizard and snake 
purse and shoe ensembles. The ma- 
jority of these are tan or gray, with 
the shoe retailing at $22.50 and the 
purse at $15. These have been going 
over big for the past few weeks and 
Mr. Newbold, the manager, reports that 
he expects more high priced footwear 
to be sold this season than ever before. 
Sales at the Smith-Kasson Salon, 
where prices range from $10 to $30, 
for the quarter just ended, show a 
nice increase over those for the same 
period of last year, while there has 
been a slight decrease in sales at the 
Lower Floor Shoe Department where 
prices range from $4.95 to $10. 





Enlarges Shoe Section 


GLENDALE, ARIZ. (UTPS)—The Tog- 
gery Department Store is remodeling 
the interior of the store and is re- 
placing equipment throughout at a cost 
of more than $5,000. A partition will 
be removed, thereby giving additional 
room for the shoe department and 
ready-to-wear. The shoe stock will be 
considerably enlarged, according to 

C. Reynolds, manager. Complete 
modern fixtures will be installed. 





Max Kessler Goes to Atlanta 


BIRMINGHAM, ALA. (UTPS)—Max 
Kessler, for some time manager of 
Baker’s, 212 North Twentieth Street, 
has gone to Atlanta, where he is con- 
nected with Chandler’s. Eddie Kessler 
—— him as manager of Baker’s 
ere. 
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Gerberich Payne Addition 
Near Completion 
PHILADELPHIA—The addition to 
plant of the Gerberich Payne Shoe 
Company at Mount Joy, Pa., which has 
been under construction since the tirst 





the 


of the year, is practically completed 
and the top floor of the addition into 
which the cutting room has been moved 


is already occupied. 

The addition adds 13,000 feet to the 
plant and its incorporation into the 
general unit will change the whole pro- 
duction system, adding in the neighbor. 
hood of 500 pairs per day in capacity. 

In the cutting room floor a complete 
battery of modern new unit motor 
clicking machines have been installed 
and, as changes are made occupying the 
other sections of the new building, in. 
creased facilities and efficiency wil! re. 
sult. 





Cavalier Acquires Three Polish 
Firms 


BALTIMORE, Mp.—The Cavalier | 
poration has taken over the Burck 
Blacking Company, the Krebs-O] 
Co. and the Monumental Shoe Po 
Company. The oldest of these com- 
panies was established thirty-seven 
years ago and in past years was a 
very prominent firm in the shoe polish 
and leather finish business. Of late 
years, their biggest activities hav 
been in the export field. 


or- 
ard 
ver 
lish 


It is the purpose of the Cavalier 
Corporation to continue these busi- 
nesses under their present personnel. 
In addition, however, they will be aug- 
mented by the extensive facilities of 


the Cavalier Corporation. J. V. Lobell, 
president of the Cavalier Corporation, 
and N. R. Coleman, secretary, will have 
personal supervision. 





Miami Forecasts Styles 


MIAMI, FLa. (UTPS)—B. M. Ober 
dorfer, president of the Newark Shoe 
Stores, Inc., is in Miami studying the 
style trend for the coming spring sea- 
son. “If it were not for Miami, we 
would make more mistakes than we do 
in selecting our styles,” said Mr. 
Oberdorfer. “Summer styles in shoes, 
as presented by the Newark Stores, 
originate in Miami,” continued Mr. 
Oberdorfer. “Stylists come early in 
the ‘season’ to note the trend and go 
back to the factories to develop it. 
For the men’s shoes there are two 
stylists and for the women’s three.’ 





Mark Industry’s Tercentenary 
(CONTINUED FROM PAGE 57) 


Another interesting feature was an 
address by Fred A. Gannon, Associate 
Editor of the Boor AND SHOE RECORDER, 
detailing the history of the early days 
of shoemaking in New England. The 
industry, he pointed out, was estab- 
lished by Thomas Beard, who went to 
Salem in 1629 and plied his trade along 
the shore, traveling over Indian trails 
from settlement to settlement, in con 
petition only with the Indians and thei: 
mocassins. 

During the luncheon, entertainmen! 
was furnished by the Douglas Shoe 
makers, instrumental and vocal soloist: 
who furnish the music for the W. I 
Douglas Company radio broadcasts. 
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An Opportunity That Comes Once 
in a Lifetime for Three Good 


© th 
) the e 
> pro- 
sre Sales Representatives 
leks 
notor 
alled 
~~ The Walther Loewendahl Shoe Co., Inc., promoters of the Pan-European Shoe 
u te. Export Trust, controlling German, Austrian and Czechoslovakian factories, have 
lich three openings on their sales staff in America. Only men who are of the high- 
is : 
est calibre and can furnish A-1 references will be considered. The profit and 
Cor. business building opportunities are great for the right men. ~? ' 
kard , 
lish No. 1. A sales representative or a sales organization preferably 
— with established offices, is wanted in San Francisco to sell 
a volume buyers products of the Pan-European Shoe Ex- 
~ port Trust, to the Coast trade on a commission basis. 
_ No. 2. A sales representative or sales organization preferably 
ae with established offices is wanted in one of the key cities 
nel, of the South to sell the products of the Pan-European 
-" Shoe Export Trust to the volume buyers of the South 
bell, on a commission basis. 
a 
— No. 3. An outstanding personality is wanted to take charge of 
sales to volume buyers of the East and Middle West. 
This man has a wide acquaintanceship with volume 
™ buyers and a knowledge of their problems. For such a 
hoe man, who will probably be the best shoe salesman in the 
be United States, the Walther Loewendahl Shoe Co., Inc., 
we has a great opportunity. 
» do 
Mr. , . , 
ia Importing shoes that retail from $3 to $6, featuring McKays, Littleways, Ago Proc- 
Mr ess and Welts, the Walther Loewendahl Shoe Co. are the creators and have made 
go popular in America the $4 retail range for imported shoes. The $4 line features 
t. ° ‘<< ° 
0 McKay and Ago, and has great potentialities throughout the United States. 
ry 






101 W. 31st St. 











Write fully giving complete detail to 


MR. H. J. KROTO 


oewemahl Shoe Go: Inc. 


PAN EUROPEAN SHOE EXPORT TRUST 


New York 
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WHERE TO BUY 


Store Fixtures 


OO i i i i ee 





SSULUUOUOUUEERCOOUUUEEEUUAUUUEEEOOOUOUEEEEOOE OEE EL 
THE BRANNOCK = 
SCIENTIFIC FOOT-MEASURE 
Simple — Accurate — Practical 
Write for FREE TRIAL 
THE BRANNOCK DEVICE 


SL 


WHERE TO BUY 
Ballet Slippers 


AAA 





















Rights and Lefts 
Two Grades 
















Wom. Miss. Chi. 
$1.50 $1.45 $1.40 
1.86 1.36 1.35 






im Stock 
325 West Monree 


SMITH 
Chicago, Ill. 




















RALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bi@2 Bik. Kid Hand Ture 
Seft Toe 



















to 11—$1.35 
Misses 11% to2— 1. 

Women's tos— iis 
Hard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists ia Ballet and Comfort Slippers 

341 No. 11th St., Philadelphia, Fa. 





















































Soft Toe 
Turn 
Ballets 
Black Kid 























Expertly Designed Misses & 
Women’s Children’s 
ie Ne. 100—Regular ...... $1.50 $1.4 
Steck Ne. 500—Buck Sole..... 200 1.98 
H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chieage 























In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CoO., INC. 
147 Duane Street, 
New York City 





















































BALLET SLIPPERS 


The recognized popularity and 
demand for Barney's slippers af- 
ford you an unusual profit oppor- 
tunity. 

Offer this appeal to your cus- 
tomers: The ideal for perfect bal- 


, port, 
“THE TOE comfort and 






























































SHIELD” economy in 
oe slippers. 
THEATRICAL Send for our 








AND STREET tal 
FOOTWEAR nace 


it) 


America’s Leading Ballet and Toe Slipper 
House 





























Attractive Duplex Entrance Design 








Syracuse, N. Y. 
PUT a 





304 W. 42nd ST. NEW YORK 





This beautiful new 


good business from the first day. 


newest store in the Stetson group 









Stetson Shop, recently opened at 203-205 Sixth 
Street, Pittsburgh, in the Loew’s Theatre Building, reports a 


very 
R. B. Murphy is manager of this 











Fall Samples Appear In 
Lynn Shoe Factories 


Blacks and Browns Prominent— 
New Oxford Effects 


LYNN, MaAss.-—Fall samples are 
coming along as Easter shoes leave the 
factories, and during the interim, or 
until orders for fall footwear are 
booked, Lynners will busy themselves 
with the making of white kid, calf and 
cabretta pumps and ties, and white 
linen ones, too. 

New lasts, already accepted, have 
vamps as long as 3% inches, for buyers 
have let it be known that they desire 
longer and narrower toes. Heels center 
on 15/8 for the street and service shoes, 
and on 19/9 for the dressy shoes, both 
formal and informal. And there’s a 
deal of body shape to the new lasts, 
with more than ordinary attention to 
the cuboid bone, and, also, a new slant 
to the shank. 

Patterns, now being fitted to these 
new lasts, favor oxfords, which is as 
it usually is in fall fashions. Yet there 
is a deal of interest in pumps, and a 
thought of the development of new 
button fastenings for straps. 

Colors are yet to be chosen. It’s 
always a buyer’s choice in such matters. 
Blacks for volume is the present fore- 
cast, with patents gaining votes day 
by day. Tanners are bringing out new 
samples of suedes, in blacks and 
browns, and a few of the high hues. 
Embossers are turning from boas and 
pythons, of which there appear to be 
plenty already, to lizards and water 
snakes, and the lizards are of the ring 
variety. Shoes go brown in the fall. 

Baby pink, a most delicate color, has 
appeared in some sample lines. Orchid 
is used to trim it. Apple green is an- 
other delicate hue. Blues are mostly 
of the strong hues, such as those ap- 
proved by the Navy. Fabrics range 
from the simplicity of satin to the 
strangest of weaves and colors. 

Quite a number of white shoes al- 
ready are being made. But the volume 
of business, that rolls up like a snow 
ball, is not expected until about May 
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1. White linen is favored by some be- 
cause it can be dyed to match a frick, 
or hosiery of whatever hue. 

The sandal season, now opening, 
shows a tendency to keep a fair amount 
of leather in the shoe, and to use miny 


small perforations, or a slit and «ut 
outs, as a means to ventilate it. A ‘ow 
of the skeletonized models are bcing 
tried. But the general tendency i- to 
keep away from the dieted and redu:ed 
shoes. 

New welt lines are expected, espec:l- 
ly in the health class. Leather heel 
men are looking for a gain in built-up 
heels for both welts, both styleful and 
healthful. More stitchdowns for chil- 
dren are being made in Lynn. Slipper 
men continue optimistic. 


Bocth Shoe Co. in Larger 
Quarters 


MILWAUKEE, Wis. (UTPS)—Accord- 
ing to Frederick E. Beals, vice-presi- 
dent, the Walter Booth Shoe Co. wil 
move into larger quarters in a building 
at 258 Broadway. A space of appro» 
mately 20,000 sq. ft. will be occupied. 
The manufacturing plant of the Booth 
Shoe Co. is at Watertown, Wis., where 
3600 pairs of men’s dress shoes are 
being made daily. According to M 
Beals, orders from salesmen indicate a 
rather brisk activity in the shoe busi- 
ness. Production and shipments should 
soon be very much larger. 





Samuels Shoe Co. to Have New 
Factory 


St. Louris—The Samuels Shoe Com 
pany have taken a lease on a new fac 
tory to be erected at 25th and Madisor 
Street. It will be a two story struc 
ture with part basement and of moder: 
construction. 

Women’s novelty shoes have beer 
manufactured by the company for < 
number of years under the trade-mar! 
name of “Mirror Fashion.” 

The officers of the company are: 
T. R. Samuels, president; J. G. Sam- 
uels, vice-president; E. R. Samuels 
secretary-treasurer. 






























CAVALIER 


WHITE 


SHOE CLEANERS 


DO THIS FOR YOUR 
CUSTOMERS’ FOOTWEAR 
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Results like the above will be certain. 
Stains will be removed, slippers bleached, 


whitened and the proper finish restored. 





Before cleaning with CAVALIER. 


Note the difference! 


Order a gross or a dozen. 
if you feel it is not the most efficient you ever 
used—you may return it at our expense. 


Ladies want such a cleaner. 
them and take in extra profits. 


Order CAVALIER POLISHES, for every 
type of footwear, through your Shoe Find- 
ings dealer. 


If he is 


from laboratories. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 


“out,” 


Use it! Then 


Offer it to 


order direct 





| 





rawford 


rer PROCESS’ SYSTEM 





© REG. U.S.PATENT OFFICE 








++IN PROCESS-- 








Every 
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STYLE NO. 


*“In-Process 


E528 


” 


one of the 
Men and Boys illustrated 
Catalog will be carried complete in our stock 
until after July Ist. 





. 


CHARLES A. 
COMPANY 


ALWAYS IN STOCK 


always 





Style 


one of our popular 


Sport Styles for 


76 In-Process Styles for 


= are two kinds of stock shoes— 
Shoes, 

throughout the entire retail season, and the 
common variety of stock shoes available at 
the beginning of the 
not need them but not during the latter end 
of the season when you do need them. 


In Stock 


season when you do 





in our Spring 









No. ES 528—Illustrated above is 


“In-Process” 


boys. It is white 


veal trimmed with black calf. Heavy 


outersole and heavy innersole. 
foot heel, Leather Counter. 
Leather heel pad cush- 


calf lining. 
ioned with felt. 


Sizes 1 to 6, € 


Sizes 9 to 13%, 


Wing- 
Natural 


Combination Last. 
and D—83.35. 


D width—82.85. 





Style No. E529, as above, Tan Calf 
and Camel Elk, Rubber Sole. 


Sizes 1 to 6, C and D—83.35. 


Sizes 9 to 13%, 


EATON 
ieee 


D width—$2.85. 


BROCKTON — MASS. 


Our Crawford In-Process System is registered in 
the U. S. Patent Office 
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WHERE TO BUY 
Ballet Slippers 


er or erm ee 




















~—omer 








“Shoemakers”’ in Radio 
Broadcast 











































The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 























































Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Ave., Eagle Rock 
Los Angeles, California 









WHERE TO BUY 
Dancing Taps 
































TAP SHOES 


















































TAPS 
200. per pr. 























BROOKS SHOE MFG. CO. 
. Swanson and Ritner, Phila., Pa. 
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WHERE TO BUY 


Women’s Novelties 


el a i i 
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All leather im 
72 pair of a co gt and pattern to each 


orted Czecho Sandals 














Semple cases of moulded Bi Berta, Sonia and 
alse London McKay, cy be shipped for your 


ew 
IRWIN W. DAVID, General 

THE &. STERN OO. 505 Fourts P—e 

Direct fi csontatiwes 














jew York 











ATLANTA, GA.—“‘The Constant Com- 
fort Shoemakers” are putting on an 
interesting musical program every Fri- 
day evening at 9.30 (Central Standard 
Time) from Station WSB, Atlanta, Ga. 
This is the largest station in the south- 
eastern quarter of the country, and is 
heard by radio owners in all the terri- 
tory between St. Louis and the Atlantic 
seaboard, and as far south as Texas. 

Sponsored by the Ault-Williamson 
Shoe Company, and dedicated by them 
to the shoe merchants of America, the 
“shoemakers” entertain retailers and 
their customers by solos, quartet num- 
bers, and occasional specialties by visit- 
ing artists. The keynote of their mes- 
sage is the slogan, “A Foot of Comfort 
Means Miles of Happiness.” 

The broadcast is under the persona! 
supervision of Gordon McDaniel, genial 
and able representative of the Ault- 
Williamson Shoe Company, who is sup- 
ported in his local work by the Service 
Bureau for Retailers under the direc- 
tion of Arthur L. Evans of the home 
office. 





Popular Demand for Light 
Brown Shades 


INDIANAPOLIS, IND. (UTPS)—There 
is a growing demand for light brown 
shades in men’s footwear, in narrow 
and medium toes, with plain and wing 
tips for street wear. Shoe merchants 
predict an unusual season for tan foot- 
wear in light brown shades and will be 
compelled to duplicate their orders in 
the very near future if the demand 
continues. 





Fire Damages Two Stores 


BALTIMORE, Mp.—The combined 
men’s shoe and furnishings store of 
E. Newmeyer, 222 Washington Street, 
and Hamburger’s department store at 
224 Washington Street, Havre de 
Grace, Md., were among the business 
properties ‘damaged in the fire that 
swept through the business section of 












the town recently. 


80 


New Mode Encourages Higher 
Heels 


MIAMI, FLa. (UTPS)—According 
to Harry G. Johansen, vice-president 
and treasurer of the Johansen 
Brothers Shoe Co. of St. Louis, Mo., 
which specializes in the manufactur: 
of women’s shoes, women are foot con- 
scious and are purchasing shoes which 
will suggest slender ankles and wil] 
harmonize with the many colors jn 
their attire. 

“Longer dresses,” said Mr. Johansen, 
“have given rise to higher heels, which 
produce a slender effect in a woman’s 
attire. Our highly developed civiliza- 
tion has made people want variety, 
which iis even carried out in their foct. 
wear.’ 

Mr. Johansen, accompanied by Mrs. 
Johansen, is visiting at Miami Beach. 
Mr. Johansen is vice-president and di- 
rector of the National Shoe Manufac- 
turers Association and a former presi- 
dent of the St. Louis Shoe Manufac- 
turers Association. 


William H. Porter Retired on 
Pension 


RoOcHESTER, N. Y.—William H. Po 
ter, for many years manager of the 
Rochester, or L. P. Ross, branch of the 
United States Rubber Co., was retired 
on March 19 on a pension. Mr. Porte: 
is in good health and he will devote his 
time to traveling and fishing. His suc 
cessor is George O. Vallance, who 
comes from the Buffalo branch. Th 
rubber footwear distributing branch« 
in both these cities are now known as 
the Goodyear Glove Rubber Co., Inc. 





Modernism Softly Subdued 
(CONTINUED FROM PAGE 48) 


silver is repeated in the bases of the 
showcases. The entire effect is warm 
and rich. 

The lighting fixtures on the first and 
second floors are specially designed for 
the Ransohoff building and are nota- 
ble instances of fine moderne crafts- 
manship. They depict shell and cas- 
cade themes etched in glass, set in 
planes into moderne frames of gold 
and steel, and shed a brilliant but not 
too glaring light over the interior. 
Throughout the first and _ second 
floors, etched glass windows are dis- 
tinctively used. The designs are splen- 
did examples of the genius of Edgar 
Walter (San Francisco’s famous sculp- 
tor), and the workmanship in the carv- 
ing and etching is among the finest of 
its kind that has yet been done. 

The double entrance doors of steel 
grill work against plate glass are the 
design of Mr. Walter. A moderne 
petaled flower forms the central motif, 
with curving bars radiating to the door 
edges. Highly polished brass combines 
with the bright steel in effective con- 
trast. The door frame is black marble. 
The main entrance is slightly re- 
cessed, the embrasures on either side 
occupied by display windows. Moderne 
bronze grills, formed of diagonal waved 
bars, are set in above two large dis- 
play windows. The semicircular backs 
of the display windows are paneled in 
natural wood, with pilasters carved in 
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birds and flowers set in the paneling. 
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IN STOCK / 


AAAA’S TO C’s 


I's To 9's 








IN STOCK 


AAAA’S TO C’s 


1's TO 9’s 








Write for a complete catalogue 


Spring business in Patent Leather showing 
increase... Air Mail has these 12...IN STOCK! 


—_— 
- 


The ESTHER 
Built over 72 last with 21/8 heel 
376 Patent — with black 
—_ stra 


$4.00 
377 Dull black as with black 


zard stra 
378 Navy blue Piid, blue liz- 
ird strap 
379 White kid with white 
lizard stra 
380 Lido sand Rid 


Built over 73 last with 13/8 hel 


372 Patent leather with black 
calf strap 

373 Lido ren kid with Jz 
brown kid 

374 White kid on 
lizard strap 

375 Dull black kid with pat- 
ENE SCLAP  cersceeeeereeeenereees: wooo 4. 


~The HOLLYWOOD Tie 
3uilt over 75 last with 13/8 heel 


389 Patent leather with Lido 
sand _ kid 

386 Java brown kid wi 
sand kid trim 

387 Lido sand yn tan Java 
brown kid 

388 Dull black kid ‘with dha 
grey kid trim.... 


Built over 73 last with 13/8 heel 


884 Patent with black calf 
a $4.25 


d... 
887 Riviera "Blu kid, 
lizard trim 
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The JANE Center Buckle 


Built over 156 last with 1514/8 
Spanish Spike Octagon Heel 


854 Patent with black lizard 
strap $4.65 

852 Dull black kid with black 
lizard strap 4.65 

853 Navy blue kid with blue 
lizard strap 

855 White kid with white liz- 
ard strap 

856 Lido sand kid with Lido 
sand lizard strap 

857 Brown kid with brown 
lizard strap 

866 White satin, silver kid 
strap 

894 Suntan lizard with suntan 
kid strap 

883 Black satin with black - 





Built over 73 last with 13/8 heel 


359 Patent with Hematite ab- 
bo underlay and trim 

354 Black calf with patent un- 
derlay and trim 4 

355 Lido sand calf with beige 
water snake underlay and 
trim 

356 Beige water snake with 
Lido sand kid underlay 
and trim 

357 Sun beige water snake 
with beige kid underlay 
and trim 
Brown calcutta lizard with 
sardonyx abbo underlay 
and trim 





‘ —, 


combining THE SHOP RETAILER, April 12, 1930 


The VIOLET Center Buckle 
Built over 150 last with 17/8 heel 


836 Patent, black calf 
black lizard trim 


839 Java brown kid, colored 
kid trim 


844 Navy blue kid, blue lizard 
and blue lustre trim 
848 Dull black kid, black 

lizard trim eocesinnen 


850 Lido sand kid, colored 
id trim 4 


851 White kid, colored 
trim 


867 White satin, silver 





353 Beige clair water snake.... 


The PLAZA Gore Pump 


Built over 150 last with 17/8 heel 


322 Patent with harmonizing, 
colorful trim 


323 Lido sand kid with har- 
monizing colorful trim 


334 White kid with harmon- 
izing colorful trim 


335 Black kid with harmoniz- 
ing colorful trim 


Wine Witte £ éz°Mhone & 
The Ait Mail Shoe Company 


Cincinnati, Ohio 


ol 


The GENEVA Pump 
Built over 150 last with 17/8 heel 


859 Patent $4.25 
858 Dull black kid. . 4.25 
860 Java brown kid. . 4.25 
861 Navy blue kid..... 

862 White kid 

863 Lido sand kid 

864 Black satin ... 

865 White crepe . 

381 Green kid 


The JEANETTE Pump 


Built over 72 last with 21/8 heel 


881 Patent 
876 White crepe 
877 White satin 
878 Black satin .. 
black kid. 
! 


882 Lido sand kid 


The MELODY Pump 
Built over 73 last with 13/8 heel 
797 Patent 


870 Java brown kid es 
871 Navy blue kid.... 
872 Dull black kid 





—_—————— 
The DIANA Center Buckle 
Built over 155 last with 15/8 
Cuban heel 
201 Patent with black kid 
strap and Hematite trim $4.65 
200 Dull black kid with pat 
= strap and black kid 
4 


202 Mode beige kid with Java 
brown strap and Lido 
CEE —_cevccceccoccveccesessccccccsvonsoses 4.65 





WHERE TO BUY 
Spats 





DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 


Samples on request. 
STAR FOOTWEAR 
MFG. CO. 


Howard and Norris 
Sts., Philadelphia 


BOND STREET 














Styled in England— 
Equal in every way 
to the finest im- 
ported spats — but 
made over here and 
riced eye 
ery complete 

in wide range of 
prices and cor- 
rect shades. Nation- 
ally advertised. 


Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


ff - 
Pr ieee | 
Ihe 


GREATEST SPAT LINE 
OF THE INDUSTRY 


er but priced considerably lower 





Tatlored just a little mic 


IMPERIAL SPAT MFG CO DENVFR CULO USA 








Ideal Spats 
and 
Ornaments 
Spats, $10 to $32 doz. 


prs. Rhinestone orna- 
ments for Strap ne 


rious prices. 

MANOLIS MFG. CO. 

4248 N. Crawford Ave., 
CHICAGO 











CHURCH’S 
Imported LINEN Spats 


in yom. grey and tan, also SAILCLOTH 
8. 
eed for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 








Do You Know? 


That you can buy or sell it threugh 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











May—Day by Day 
(CONTINUED FROM PAGE 46) 


be sure you play up the story of your 
“Grab Barrel.” If you have any newly 
arrived women’s styles, they should be 
advertised too. 


24. Saturday 

Set your “Grab Barrel’ just inside 
the door where every boy and girl will 
see it today. “Stunts” like this will do 
more to build up a children’s business 
than any other kind of advertising. 


26. Monday 


Friday is Memorial Day, a holiday in 
most towns and the new window dis- 
plays today should feature “New Sum- 
mer Shoes for the Holiday.” Be sure 
there is a price card on every paid of 
shoes. 


27. Tuesday 


If you haven’t used your mailing list 
lately, a letter on New Summer Styles 
today will be timely, for many new 
shoes will be bought by those planning 
a week-end of golf. 


28. Wednesday 


On account of the Friday holiday, 
there should be a good ad tonight fea- 
turing your very best values in style 
footwear. A golf shoe special ought to 
produce results too from those planning 
a week end of golf. 


29. Thursday 


Put in a suitable window for Me- 
morial Day today. Avoid the “tomb- 
stone” motif. A display of war trophies 
with a simple tribute on a card will be 
much better. 


30. Friday 


Why not a Month-End Sale tomor- 
row? Go over stocks today and get out 
all slow sellers and cut prices for Sat- 
urday. Run a good sale ad tonight 
announcing your sale. 


31. Saturday 


Put in “sale” windows early this 
morning featuring some of the best bar- 
gains in today’s sale. Put the sale shoes 
out on tables with big price cards—this 
will give the store somewhat of a sale 
atmosphere and help put the event over. 


Burke Takes on Enna Jettick 
Shoes 


ROCHESTER, N. Y.—Don J. Burke, 
shoe merchant with two stores in 
Rochester and one in Elmira, has taken 
on Enna Jettick shoes which he is 





pushing in a big way. Mr. Burke is 
soon to open a new store in Buffalo. 





Adventures in Merchandising 
(CONTINUED FROM PAGE 43) 


realize it’s his own fault. No use men- 
tioning names but I hear him telling 
customers, “Better take both pairs 
home and try them on the carpet,’ 
or ‘If your husband doesn’t like these, 
just bring them back.’ 

“He’s just a weak-kneed jelly 
and I’m going to have a talk with him. 
Any fool knows that the place to decide 
whether a shoe fits is right here in ¢ 
shoe store.” 

“You’re right in talking to | 
Charley,” said his father, “but I hy 
you have sense enough not to use th 
tone of voice. Talk to him just as 
sibly as you expect him to talk to his 
customers.” 

“T’'ll admit my example is not alw vy: 
as good as my advice,” Charley «;j 
meekly. 

“Another thing I’ve noticed,” 
tinued Jim, “is that it’s much ea 
to make a friend of a customer t 
to make a customer of a friend. 
The fellow you meet originally in 
store knows you on a shoe basis, n 
social basis, and he continues to t! 
of you primarily as a shoe man.” 

“You hit me square again!” | 
exclaimed. “My friends think of 
on a fox trot basis, or a Ford road 
basis, or a tenor voice basis. I’ve 
to settle down and make them thin! 
me from a shoe standpoint, first 
foremost.” 

“I knew you’d see the point,” ; 
Jim Bowman warmly as he took Ja 
hand. 


Bangor Store Adds Shoes 


_BANGOR, ME.—Freeze’s Departm 
Store, which has been in business here 
for 37 years, has added men’s, women's 
and children’s shoes to its other mer- 
chandise, the new departments having 
been opened March 8. Shoes for all th: 
family will be merchandised in 
basement and also on the main floor 
the store. In the basement women's 
shoes will be sold for $2.95 and $3.95; 
children’s for $1.50 to $2.98; and men’s 
for from $3 to $6. 

The main floor department will han- 
dle higher priced merchandise—w»- 
men’s from $5 to $10; and children’s 
from $3 to $4.50. 

These departments will be in chars: 
of Carl Rener, an experienced shoe man 
who has been with the Standard Shvc 
Co., of Bangor, for a number of years 
and who, prior to that, served an ap- 
prenticeship with Slater stores. 


Bows and Buckles 
(CONTINUED FROM PAGE 44) 


to have look her best. ; 
“Tt seems like a lot of painstaking 
but after all, it is service we rend: 
and it is service that brings the r 
peats which, in turn, spell bett« 
profits. 
“There is an old, true saying: 
“Tis not what we give, but wha’ 
we share, : 
The gift without the giver i 
bare.” 
“This saying is very applicable t 
our business, as: 
“ Tis not what we sell but what we 
share, 
The shoes without service are 
bare.” 
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“The Proof of the Pudding is in the Eating’”—/famous quotation 





That’s why Merchants Selling 


ELAMWAY 


(Cemented Soles) 
FOOTWEAR 


Are All so Highly Delighted 









7 ur proved so successful in our Factory No. 1, where they replaced obsolete forms 
of shoemaking for INFANTS, that we responded to the demands of our trade and 
within only a few months have duplicated our first success in Factory No. 2, there making 


CHILD’S and BIG CHILDREN’S shoes with Cemented Soles. 


Factory No. 1 (F. S. Elam, Manager) 
INFANTS ELAMWAY SHOES—Sizes 2 to 6. 


Factory No. 2 (Byron M. Elam, Manager) 
CHILD’S ELAMWAY SHOES, 5 to 8; and BIG CHILD’S 
ELAMWAYS, 8}, to 11. 


We Sell Through Wholesalers Exclusively. If your Jobber 
hasn’t them WRITE TO US. 


SEARCH WHERE YOU MAY, YOU CANNOT FIND 
ANOTHER LINE TO EQUAL OURS. TACKLESS, NAIL- 





“RUTH” 


‘ LESS, SMOOTH-SOLED, VERY FLEXIBLE SHOES WITH 
R 3785—Beautiful patent leather CEMENTED SOLES THAT CANNOT POSSIBLY COME 
one-strap pump. Heel. Cemented OFF! 


“Elamway”’ soles. 


Attractively Priced! 


THIS COMPARISON IS NOT ODIOUS 
The By-gone Method Flexible “Elamway”’ 


Ge() 


Trade Mark 








NO way to avoid tacks, nails, stitches or No tacks, nails, stitches or metal; ce- 
metal in attaching soles. Always dis- mented soles as flexible as turns that 
appointing! cannot possibly come off. 


F. S. ELAM SHOE CO., Inc. 


Rochester, New York 


Factory No. 1 Factory No. 2 
176 No. Water St. 424 St. Paul St. 
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WHERE TO BUY 
Children’s Slippers 


SE EAP eee 


gc 806A 
SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 











Approved by Medical Men 











IDEAL BABY SHOE CO 
MRS. A. L. DAY 
887 Fourth Avenue 
New York 
828 W. Jackson Blvd. 


1807 Washington Ave. 
St. Louis 


49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 
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WHERE TO BUY 


Shoe Ornaments 
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MESH BOWS 
ARE NOW 
POPULAR 


Ass’d Styles, Samples on Request 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 














Opens New Store 


SHELTON, Conn. (UTPS)—M. Rogel, | 


who formerly conducted a store in Sey- 
mour, near here, has opened a men’s 
and boys’ furnishing store at 430 Howe 
Avenue. Shoes for men, women and 


children are featured. 







therefore capable of judging his abil- 
it ” 


y. 

Abbot: “Exception.” 

Flinn: “Please go on, Mr. Crovelly.” 

Crovelly: “Well, sir, Mr. Green got 
worse and worse until he was often 
four months behind hand. We have to 
pay our bills in ten days, mostly. So 
when Mr. Green—and a lot more like 
him—got behind hand it was necessary 
for us to go to our banks and borrow 
heavily. The rate was high, too, so that 
it ate up our narrow margin of profit.” 

Flinn: “Was the reason because 
Green had no money?—Was his busi- 
ness bad?” 

Crovelly: “Oh, no, he was doing well; 
but he started investing in commercial 
real estate.” 

Flinn: “So if he had kept his money 
in his business he could have paid you 
promptly?” 

Crovelly: “Yes.” 

Flinn: “As it is he is responsible for 
you operating without a profit for two 
years?” 

Crovelly: “Yes, that’s so.” 

Flinn: “Thank you. (turning to Ab- 
bot) Your witness.” 

Abbot: “I take it, Mr. Crovelly, you 
are a free agent?” 

_ Crovelly : “I don’t understand you, 


sir. 

Abbot: “You didn’t have to do busi- 
ness with Green?” 

Crovelly: ““Well, —I—I can’t answer 
that ‘yes’ or ‘no!’” 

Abbot: (sharply) “Surely you know 
whether or not you could do business 
with a man?” 

Crovelly: (hesitating) “Why yes, I 
suppose so, in a way.” 

Abbot: (sneering) “Yes, you suppose 
so! As a matter of fact, you could have 
stopped his credit any day you 
wanted?” 

Crovelly: (after a pause) “Yes.” 

Abbot: “But, you didn’t?” 

Crovelly: “No... no.” 

Abbot: “So you wanted his business 
even if he was behind hand?” 
Crovelly: “In a way, but—” 

Abbot: “Don’t equivocate; did you or 
didn’t you?” 

Crovelly: “Yes, I suppose so.” 
Abbot: “Has my client ever denied 
his liability?” 

Crovelly: (smiling) “Oh, no.” 
Abbot: “In fact, he keeps paying 
something all the time?” 

Crovelly: “Yes.” 

Abbot: “So you kept doing business 
with him because it paid you to do so?” 
Crovelly: “Was about to reply when 
Flinn snaps ‘Objection.’ ” 

Judge Braddock: “On what grounds, 
Mr. Flinn?” 

Flinn: “The question is misleading.” 
Abbot: “I withdraw the question. Let 
me put it this way. You continued doing 
business with Green because you wished 
to?” 

Crovelly: “In a way, yes.” 

Abbot: “Thank you, that’s all.” 
Flinn: “Just a minute, Mr. Crovelly. 
Suppose you had _ stopped the de- 
fendant’s credit, and that of other cus- 
tomers in a similar position. What 
would have happened?” 

Crovelly: “To whom?” 

Flinn: “To your business.” 





Crovelly: (smiling and shaking his 
head) “Our volume would have dropped 
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The Business Crime Court 


(CONTINUED FROM PAGE 35) 


so that we couldn’t have operated ex- 
cept at a heavy loss. You see we have 
a fixed overhead and must have a cer- 
tain volume of business to cover it.” 

Flinn: “So that you had to continue 
a business, made unsatisfactory by the 
defendant’s actions.” 

Abbot: “Objection. We claim that ce- 
fendant’s actions did not cause the un- 
satisfactory business.” 

Judge Braddock: 
tained.” 

Flinn: “Exception. However, we will 
get the record some other way. You 
had to choose between stopping the de. 
fendant’s credit and so lose volume, 01 
continue an unprofitable transaction?’ 

Crovelly: “Yes, that’s so.” 

Flinn: “Thank you, that’s all.” 

Abbot: “Just a moment, you are not 
a philantrophist, are you, Crovelly?” 


“Objection sus- 


Flinn: “We object, Surely the 
Court—” a 
Judge Braddock: “Objection § su 


tained. The question is out of place.” 

Abbot: “I beg the Court’s indulgenc 
The question was clumsy. Let me as 
you, Crovelly, are you in business fi 
fun or for profit?” 

Crovelly: (smiling) “Both.” 

Abbot: “Then if you get fun, yo 
don’t worry about profit?” 

Crovelly: “Oh no, it’s no fun to d 
business without a profit.” 

Abbot: “Then why do you continu 
a customer who was unprofitable?” 

Crovelly: “Because we hoped h 
would get out of the real estate gam: 
and get back to his real business of ; 
retail merchant.” 

Abbot: “And suppose he started t 
take discounts again?” 

Crovelly: “We would 
happy.” 

Abbot: “Have you any reason to be 


feel very 


| lieve he won't at some future date?” 


Crovelly: “He'll have to so far as we 
are concerned. We’ve got to the break 
ing point. We can’t go on like this an) 
longer.” 

Abbot: “And my client will have t 
go out of business?” 

Crovelly: “I can’t answer for that.” 

Abbot: “Is it possible some other 


house might be glad to extend him 
credit?” 
Crovelly: “Maybe, there are some 


damn fools left in the wholesale field.” 

Abbot: “I see, other concerns willing 
to do what you are now doing?” 

Crovelly went red but said nothing. 

Abbot: (looking the witness up and 
down) “That’s all.” 

As Flinn said nothing the witness left 
the stand. The District Attorney called 
three other vendors who all testified to 
similar conditions in their relations with 
the prisoner, Green. The Court ad- 
journed until 2 o’clock when Judge 
Braddock took his seat; after adjourn- 
ment Flinn called “Professor Bex.” 

A short, stout man about forty 
stepped forward briskly. The Court 
clerk swore him in with the usual mum- 
ble. The Professor then took the wit- 
ness stand and sat with his fat little 
legs spread and a hand on each knee. 

Flinn: “Tell us your name, Pro- 
fessor.” 

Bex: “Theodore Lincoln Bex.” 

Flinn: “You are a professor of fi- 
nance at the State College?” 

Bex: “Of course, yes.” 
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“GRO-CORD” Follows 
the Modern Style Trend! 


ON-SKID GRO-CORD soles for men and women are now obtainable 
é Nin a handsome, checkered design, colored all the way through— 
not simply on the surface. Men’s checkered soles with heels to match 
attract attention everywhere. Women’s Sunbeam models in red, green 
and blue designs are up-to-the-minute in style, and sell on sight. 
Write for actual samples of the good-looking soles shown below. 
You can’t realize their trade possibilities until you see them. 








National 
Advertising Boosts 
GRO-CORD Sales 
Extensive advertising has 
made Gro-Cord Non-Skid 
Soles and Heels popular 
everywhere. These 
magazines are carrying 
prominent Gro-Cord 

advertisements. 


Literary Digest 
National Safety News, 
Review of Reviews, 
AmericanGolfer, Boy’sLife 


Women’s 
Sunbeam 
Novel checkered 
design with bril- 
liant Sunbeam 
Inlay —a_ strik- 
ing combination, 


Five colors 


Men’s Sole 


Red and Gray 
Checkered design 
with Red and 
Gray Checkered 
Wedge Heel 


Illustrating 
tire co rds 
fused on end 
in GRO- 
CORD Soles 
and Heels 























NON-SKID 
SOLES and HEELS 


“Cord tire wear in every pair” 









LIMA CORD SOLE & HEEL COMPANY 


Department 4-A LIMA. OHIO 
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WHERE TO BUY 


Dancing Sandals 





DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES 
Ne. 188.—Made in , tan 
or black suede. made 
im black kid. Pearl and tan 
carried in stock. Price, 
, Blue, Green 
and Purple, 85e. 
BROOKS SHOE MFG. CO. 








Ritner and Swanson Sts., Philadelphia, Pa. 





WHERE TO BUY 
Athletic Shoes 


€@THCO 


GOLF SHOES 
No. C340—aAll sizes in stock 
for immediate delivery. 
Write today for complete 
catalog of ATHCO Ath- 

; letic Shoes. 
Shoe Co. 

914N. MarshfieldAve. 

Chicago, It. 





WHERE TO BUY 
Store Fixtures 


ff7AbE DY 


NEW GOODWIN ¢ 


ATALOG 

of SHOE STORE FINTURES 

and STORE INSTALLATIONS 
( L. GOODWIN & CO 





Flinn: “You have written somewhat 
extensively on the subject of business 
and finance?” 

Abbot: “The defense admits that Pro- 
fessor Bex is an authority on finance 
and business. We wish to get on with 
the case.” 

Flinn: “I appreciate my learned 
friend’s generosity, but I think I will 
conduct the case in my own way. Pro- 
fessor Bex, you have made some exten- 
sive studies of the effect of outside 
speculations on business?” 

Abbot: “We object.” 

Judge Braddock: “What is the basis 
for the objection, Mr. Abbot?” 

Abbot: “The District Attorney is un- 
duly influencing the jury by implying 
that my client is guilty of outside specu- 
lation.” 

Flinn: “I think the objection foolish. 
However, let me substitute for specula- 
tion ‘buying real estate as a side ven- 
ure.’’ 


Bex: “I have made research into the 
relationship of outside investing to 
business.” 

Flinn: “What exactly do you mean 
by outside investing, Professor?” 

Bex: “I mean using funds of a busi- 
ness for purposes not directly concerned 
with the welfare of the business.” 

Flinn: “Suppose a man whose busi- 
ness was amply financed, and who had 
money not needed in his business, was 


to invest it in real estate. 
call that outside investing?” 

Bex: “No, the man would merely 
have two businesses, of which one 
would be real estate.” 

Flinn: “Tell the jury, Professor, the 
result of your investigation into the ef- 
fect of outside investing on business.” 

Bex: “I will make my remarks very 
simple, so that the jury can follow 
me.” (Abbot grinned broadly at the 
jury and gave a slight shrug of his 
shoulders while Flinn rattled his pa- 
pers nervously.) 

Bex: (continuing) “To be exceeding- 
ly brief. There are literally thousands 
of retail merchants dabbling in commer- 
cial real estate who have no financial 
right to be in it. They have read or 
heard of the profits from value ap- 
preciation of city real estate, so they 
have tried to make easy money by that 
route. Many of them buy property, 
part of which they formerly rented. 
They tried to sublet the part they do 
not need. But in spite of first and sec- 
ond mortgages—sometimes on account 
of it—they frequently find carrying 
charges excessive so that the operation 
of the property shows a loss. After 
several years, the property might in- 
crease in value and become profitable, 
but, if so, it is commonly done at the 
expense of the retailer’s vendors. These 
vendors have to borrow money to pay 
their bills; the retailer really borrows 
their money to help carry his real es- 
tate.” 

Flinn: “You do not state that it is 
wrong for a man to buy real estate, do 
you, Professor Bex?” 

Bex: “Certainly not. I hoped I have 
made myself lucid. I state that it is 
wrong when the retailer takes funds 
that belong to his business and required 
to meet its obligations, and diverts 
them into outside channels. If you 
wish, I will give you figures to prove—” 

Abbot: “Not necessary. We accept 
the general statement of such an au- 
thority.” 

Bex: “You are very gracious, sir, but 
to resume, that is not the worst of it, 
for many small merchants neglect their 
business in consequence of their side 
issues. True, failure rates have in- 
creased but slightly. But if we have 
bad times, a real slump of trade such 
as we had in 1920—” 

Abbot: “Objection. We submit the 
professor’s ideas on the future are in- 
teresting but immaterial to this case.” 

Judge Braddock: “Objection sus- 
tained.” 

Bex: (rather haughtily) “Then per- 
haps I had better confine myself to an- 
swering questions.” 

Flinn: “Not necessary so far as I am 
concerned. (Turning to Abbot) You 
may take the witness.” 

Abbot: “Tell us, Professor, would 
you go so far as to state definitely that 
we will have a bad slump in business?” 

Bex: “Of course not. That would 
be foolish.” 

Abbot: “Exactly, in fact, it is possi- 
ble that prosperity will continue?” 
Bex: “Anything is possible.” 
Abbot: “Exactly, in fact, our mod- 
ern business structure aided by the 
Federal Reserve System and by scien- 
tific business forecasting make a seri- 
ous business panic impossible?” 

Bex: “Not impossible, but certainly 
improbable.” 

Abbot: “So that any one at present 
investing in real estate might make a 


Would you 





lot of money out of increased values 
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that come from continued prosperity?” 

Bex: “That is always possible.” 

Abbot: “Indeed, a small merchant 
might sell his real estate with a hani- 
some profit and be able to do more busi- 
ness than ever?” 

Bex: “Well, this is quite unusual: 
your questions are certainly unusua).” 

Abbot: “All you have to do, Profes- 
sor, is to answer them.” 

Bex: “Of course, what you say is 
possible.” 

Abbot: “The wholesaler might, then, 
make much more profit from that retai] 
merchant?” 

Bex: “Assuming that he sold out his 
real estate at a profit and put the 
money back in his business for expan- 
sion purposes.” 

Abbot: “That’s all.” 

Flinn: “One moment, Professor. Are 
these small real estate investors in tiie 
habit of selling out at a profit?” 

Bex: (with a dry chuckle) ‘Most un- 
usual. They generally stay while 
things are booming, then sell the pro)- 
erty at a loss when trade is bad and 
they have difficulty in meeting ex- 
penses.” 

Abbot: “But you would not go so far 
as to say that my client will have to 
sell at a loss?” 

Bex: “I don’t know him. He may be 
one of the few who may have some 
sense.” 

Flinn: (sharply) “Yet, 
the odds are against it?” 

Bez: “Yes.” 

Professor Bex was excused. Th 
District Attorney then called the de 
fendant’s real estate agent, who testi 
fied that Green traded with him ani 
that he was carrying a heavy firs 
mortgage on the property. The Dis 
trict Attorney then called another real 
tor who testified that Green carrie 
both a first and second mortgage on hi 
home. 

Flinn looked at his papers for a mo 
ment. Then with a rather sarcastic 
smile at Abbot, stated shortly, “Th« 
State rests.” 

Judge Braddock then adjourned th« 
Court until the next morning. 


Professor, 


Insoles According to the 
Weather 


LYNN, Mass.—This singular state- 
ment concerning insoles is made by a 
manufacturer of such stock for wo- 
men’s shoes. 

“We are now convinced that the 
weather has much to do with our busi- 
ness, which is surprising, for, when you 
come to look at it, you see that the 
insole is inside the shoe, and is pro- 
tected from the weather. 

“However, we notice that we sell an 
increasing number of insoles of fibre 
board or buckrum as the weather gets 
warmer and a lesser number of leather 
insoles, and vice versa. 

“We presume that women desire 
cheaper shoes in summer, as_ they 
choose a variety of colors to match this 
frock or that, or even buy an extra pair 
or two for a vacation or just a week- 
end outing. So, you see, manufac- 
turers have to produce more of the 
cheaper grades. 

“But when winter comes, women buy 
fewer shoes, and expect each pair to 
wear longer, and, possibly, pay more 
for them. More insoles of leather are 
wanted as the weather gets cooler. 
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and If He Did, They’d Never 
Bark Back at Him..... 








The best bit of good clean fun we've heard in a long 
time, was WILL ROGERS’ broadcast of March 30th, 
as Guest Artist of ENNA JETTICK MELODIES 


Enna Jettick Shoes, inc. 


AUBURN, N. Y. 








Y, ao 


- - » 





SHOES FOR WOMEN TUNE SHOES FOR WOMEN 
YOU NEED —IN— 
NO LONGER ENNA JETTICK NO LONGER 
MELODIES THAT YOU 
Every Sunday at 8 P. M. ceiiena 
(E.S.T.) Over WJZ and 35 Tele) | 
Associated Stations 





AAAAA wo EEE Sizes to 
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Recently Completed and the Outstanding Success of the Cley 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 
Large single rooms 11.6x20 with bath.$4.00 per day 
Fer two.$6.00...twin beds.8$6.00 
Large double room, twin beds, bath..$6.00 per day 
Special weekly rates 
Within convenient walking distance to important business centers 
and theatres. Ideal transit facilities. 450 rooms, 450 beths 
. Every room an satside roum—with two large windews 
- « «+ Farnished or anfernished suites with serving pantries. 
$95 te $150 per month . . . Moderately priced restaurant 
featuring « peerless cuisine. 
l (Uustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 














New Edition Soon 
Shoe and Leather Lexicon 


We are ready to take orders for May Ist de- 
livery of the new and revised Shoe and Leather 
Lexicon. This handy book of the trade is in its 
sixth edition, over 100,000 copies now in use. 
Price 50 cents. 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 








AT IT AGAIN 


Look for the RB. 
Friedman _adver- 
tisement in the 
April 19th issue 
of the Boot 
and Shoe 
Recorder. 














































B. FRIEDMAN SHOE CoO., Inc. 
109 READE ST., NEW YORK, N. Y. _ Established 1880 

















Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 


12 Duncan St., Haverhill, Mass. 




























Ry a T™ TONE 


1.00 3.95 7.85 
1.25 4.00 7.95 
1.45 4.25 8.00 
1.50 4.45 8.50 
1.75 4.50 8.85 
1.85 4.75 8.95 
1.95 4.85 9.00 
2.00 4.95 9.50 
2.25 5.00 9.85 
2.45 5.45 9.95 
2.50 5.50 10.00 
2.75 5.85 10.50 
2.85 5.95 11.00 
2.95 6.00 11.50 
3.00 6.50 12.00 
3.25 6.75 12.50 
3.45 6.85 13.50 
3.50 6.95 14.00 
3.75 7.00 14.50 


ABOVE IN STOCK 


6 doz.—$1.50 


YOUR CHOICE OF EITHER OF TWO COLOR 


Purple with gold edge trim on white 
pasteboard with black figures. 


If other than in-stock prices are specified in orders, 


(A variety of two color tickets with hand-lettered prices carried in 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER, CHICAGO 


HAND LETTERED 


TPssee’ Maef CASS te 








12 doz.— $2.50 
(CHECK WITH ORDER—PLEASE) 


1 doz.— $0.35 






COMBINATIONS 


Red with black edge trim on white 
pasteboard with black figures. 


Available in 72 different prices: IN STOCK 










the rate per doz. is 50c. 






stock, 15c. per doz. Samples on request) 
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No. 2 in a series depicting reasons why you should insist upon 
Built-up Leather Heels. 





The “Jodgore” 


A “Colt” Quality Product 


A perfected Jodhpur made 
with elastic gore sides. This 


Built-up leather heels 
soften city pavements 


eliminates wrinkling and makes 
a snug fitting shoe. Stocked in 
brown, willow and black calf. 


Women’s, $8.00 
Men’s, $8.50 





Also stocked at 
424 South Broadway 


Los Angeles, California RENTON LE ATHER HEELS 


for comfort 


RENTON HEEL CO. 
COLT-CROMWELL CO., Inc. 63 Allerton St., Lynn, Mass. 


Established 1899 LEATHER HEEL BROADCASTS 
WABC New York Wednesdays 6:45 to 7:00 P. M. 
1239 Broadway New York, N. Y. WMAQ Chicago Mondays 5:45 to 6:00 P. M. 


There is give and resiliency to built-up leather heels 




















OANOA NOLO O OL NO O/ WOO) OGL) BORK 


A Convenient Place 
to Buy— 


The Republic 


State at Adams 
CHICAGO 


The Home of the Following Shoe Firms: 


D. Armstrong & Co. Harsh & Chapline Shoe Ce. 
Best Ever Slipper Ce. Ine. Huntington Shee & Leather Ceo. 
Big “K” Shoe Co. Interstate Shoe Co 


Johns Tilt Shoe Ce. 
Bostonian Shoes Marlboro Shoe Co 


Burlington Turn Shoe Co. nen Sine Ge, 
The J. R. Burns Shoe Co. McElroy Sloan Shee Ce. 
Burrows Shoe Co. H. W. Merriam Shoe Ce. 
Carlisle Shoe Co. Meyer Bros. Shee Co. 
Chicago Theatrical Shoe Ce. I. Miller & Sons, Inc. 
Commonwealth Shoe & Lea. Co. National Felt Slipper Ce. 
Copeland & Ryder Shoe Ce. O'Connor & Goldberg 
Craddock Terry Co., Ine. Paragon Slipper Mfg. Co. 
Wm. G. Dodge Shoe Co. Thomas G. Plant Corp. 
Dorothy Dodd Shoe Ce. Paramount Shoe Mfg. Co. 
Dunn & wy Ine. R. L. Pennington Shoe Co. 
J. Edwards & Co. Prospect Shoe Co. 
é me Shoe mee e Dr. Reed bry ~ Shoe Ce. 
‘ : ire S ‘ootwear Ce. E. P. Ree 
z; Turns, Stitch- 4 Seadiiee , oy Seymour Troy Shoe Ce. 
COMMISSION SALES- f Feltman & Curme Sherwood Shoe Ce. 
qsteps and MEN: Here’s the best C. P. Ford & Co. Stacy-Adams Shoe Co. 
aS h proposition in Rochester. Kc William any Shoes, Inc. The R. Stern Co. 
j; omootn - steps Good commissions al- ee Slipper _ o Ce. * Lomo ee =. Ce. 
2 . Dy agerstown oe Leeging ompson ros. oe ° 
READY TO ways promptly paid Hamilton Brewn Shee Ce. Universal Shoe Mfg. Ce. 


4 SHIP. . ALSO: ARNOLD BROS. & CO. (Lasts); FRENCH BEADING @& 
‘ Write NOVELTY CO. (Buckles) and MAISON MANN (Buckles). 
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MAIZE SHOE CO. 
Jl HUM NN\\SSSSSS 


ERE are IN STOCK 
the hand- 


4 somest and best 

; INFANTS’ 

ASHOES 

4 made in Roch- 

4 ester. 

5 Make us 

4 PROVE IT 

4 by placing a B235—Champagne Kid, 
4 SAMPLE OR- —“ Smoothsoles. "$1.00 * 
: DER. 2% 10; Net 30 Days 


YM VION 1 /@\ VON 1/0 17@\1/@\170\ 80/0 \ 178N' ON /ANITON i @Ni/0\ 1/0. 

















: MAIZE SHOE CO., rience N. Y. Communicate with OFFICE of the REPUBLIC 
re for Information Regarding Available Shoe Display Rooms 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











$5 and $6 
MEN’S SHOES 


In-Stock 
Welts. 


line of men’s Dress 
Wide range of patterns 
and lasts. Ohio and Indiana open 
to experienced salesman. Com- 
mission basis. Give references 
and full details in first letter. 


Address B-741, care Boot and 
Shoe Recorder, 2398 W. 39th St., 
New York, N. Y. 


WANTED 
SIX OF THE BEST HUSTLERS IN AMERICA 


To carry as a side line the most powerful line of ladies’ hot novelties ever shown by any 


shoe house that can be retailed at $2.95. Must be carried as non-conflicting line for the 


following 6 territories: 
The entire state of Texas, Louisiana, 


will earn big commissions for you. 


State age, experience and reference in first letter. 


experience and prestige considered. 


Dryzer & Rosenberg, Inc., 131 Duane St., New York City 


Mississippi and Arkansas, Michigan and _ Indiana, 
Wisconsin, Iowa and Illinois, including Chicago, Eastern Pennsylvania, Maryland, Delaware, 
District of Columbia and Virginia, Washington, Oregon, Utah and Idaho. 

If you are a go-getter who covers your respective territories with non-conflicting lines by 
automobile and can cover the territory every six weeks thoroughly and 
enough and command respect to have entry to the best first grade accounts, we have a 
proposition to offer you that no first grade merchant can turn down; phenomenal volume that 


if you are big 


No shifters need apply; only men with 














X-Ray Has Opening for 
High Grade Salesman 


The growing popularity of the 
X-Ray Shoe Fitter necessitates 
additions to our selling force. 
An attractive opening in an 
eastern territory must be filled 
immediately. Here is an ex- 
ceptional opportunity for an 
aggressive salesman who can 
capably represent a high grade 
product that is fast becoming 
a standard equipment in the 
better shoe stores. Give refer- 
ences and full details regarding 
Past experience and connec- 
tions. ° 


Address: X-Ray Shoe Fitter, 
Inc., P. O. Box No. 92, Mil- 


waukee, Wisconsin. 





Salesmen Wanted 


Shoe Accessory Line 


We have several unusually good 
positions open for shoe salesmen 
experienced in calling on merchan- 
dising managers of large depart- 
ment stores. 


Our product is a shoe accessory 
which affords the merchant a 
handsome profit and is backed up 
by $1,500,000 in national and local 
advertising. 


Territories open in Southern Cali- 
fornia, Colorado, Utah, the North- 
west, the South and Southwestern 
States and Ohio. 

Unless you are a real merchan- 
diser please do not apply. Give age 
and past experience in your letter. 


Address B-754, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





1%. 


DIANA — KANSAS — NEBRASKA 


Salesmen_covering these States who can sell 


children’s Goodyear Welts and Stitchdowns. 


rite us our 
STEPHENS. CMBRY Cco., 


proposition. 


CURTIS. 
Inc., Reading, Pa. 





SS Shoes. 
territory and references. 
rene Co., 14 Edmonds Street, Roches- 


ter, 


LESMEN!—Sell “Ye Qualitie” 


Beautiful 
Attractive commissions. State 
Sullivan Baby Shoe 


Salesmen Wanted 


A line of Men’s Welts made in Brockton, 
carried in stock in range of widths and 
sizes, priced to retail for $5.00, is open 
to the right men. Must be business 
getters and be well recommended. Can 
be carried as a side line to start with, 
but value is so good it will quickly be 
the main line. Commission paid weekly 
on orders accepted Give full particu 
lars. Replies treated confidentially. 


Territories Open 


Michigan 
Illinois (except Cook County) 
Indiana 


Ohio 
West Virginia 
Kentu 
North Carolina Georgia 
South Carolina Tennessee 
Address B-744, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 











SAL ESMEN wanted to carry, on commission 
basis, manufacturers line of men’s Spats an 
Soft Sole House Slippers, including slippers 
with rubber and wood heels of exceptional 
values to retail from $1.00 per pair to $3.5! 
Give reference and state territory covered in 
first letter. Address B-726, care Boot and Shor 
Recorder, 239 West 39th Street, New York, 
N. Y. 











Traveling Shoe Salesman 


One with large following with ladies’ novelty 
shoes to handle strong selling line of shoe 
ornaments as side line Commission basis, 
excellent opportunity for right party. State 
references and exact territory covered, in first 
letter. All territories open. 


Address B749 care of Boot and Shoe Re- 
corder, 239 W. 39th St., New York City. 








ALESMAN—The Sam B. Wolf Sons Cor 

pany, Cincinnati, manufacturers of the we 
known line of AMERICAN GIRL Arch Su 
port Shoes has an excellent opening in_ th 
states of Ohio, Michigan and Western Pent 
sylvania. We will consider only applicatior 
from men who have been representing mani 
facturers of women’s shoes and who have 
well established following in the territory men 
tioned. References required. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 
In all other cases each word of the address should 


mum charge 75 cents. 


a box number is desired twelve words should be added for the address. 


be counted. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 


@™ Advertisements for this page must be in our New York office on Friday of the week preceding publication. @8 


When 
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SALESMEN WANTED 


SALESMEN WANTED 





FOR SALE 








ably lower. 


The Greatest Spat Line of the Industry 


Offering certain territory for men calling on the Shoe Trade. 


Imperial spats are tailored just a little nicer and priced consider- 


Samples and neat sample carrying arrangement are now ready. 


Give references and other information in application. 




















gAl ESMAN wanted for Western and South- 
ern Ohio territory, carry our line of Welts, 
McKays, Stitchdowns, Leggings. All styles in 
stock. Must reside on territory and travel by 
auto es Shoe & Legging Co., Hagers- 
town, J 





HOE salesmen wanted to carry a line of 

ats and shoe ornaments as a sideline, 
rt who have time to allow them to carry a 
side line, answer only with references. an- 
olis Manufacturing Company, 4248 No. Craw- 
ford Ave., Chicago, Illinois. 





Frat SALESMEN WANTED— 
» carry full line of men, women, misses’ 
ot children’s Stitchdowns. Territory open— 
New York, New England, Res South, and 
Ohio West. sae niga MERICAN SHOE 
MFG. CO., Vineland, N. ; 





ALESMAN wanted, to carry a side line of 
hatters’ supplies and felts. One who calls 
on the shoe repair and hat renovating shops 
preferred. O. Box 47, Station A, New York. 








POSITION WANTED 








Now Available 


Seasoned Sales Executive 


Successful Salesman .. . Sales 
Manager of large force and trained 
executive seeks broader field. 


. Sales Manager where increased 
business is imperative. 


2. Salesman where large volume is 
involved. 


Unusual perspective on sales pro- 
motion, merchandising, advertising 
and training salesmen. At thirty- 
seven, young enough to have 
adaptability and enthusiasm . 
yet experienced enough to have 
good judgment. 


Record of definite accomplishment 
and happy faculty of getting re- 
sults. Address B-755, care Boot 
and Shoe Recorder, 239 W. 39th 
St., New York, N. Y. 











OUNG MAN, connected with Fifth Avenue 
concern, wishes to connect as buyer or 
assistant buyer. Ten years’ first class experi- 
ence. Address B-745, care Boot and Shoe 
Reconder, 239 West 39th Street, New York, 


BooT AND SHOB RECORDER 
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SALESMEN wanted to sell the livest line of 

sports and arch support shoes in America, 
retailing from $3.00 to $5.00. Following terri- 
tories open: West Virginia, Southern Ohio, 
Kentucky, Indiana, Illinois, Minnesota, Iowa, 
Nebraska, North Dakota, South Dakota, Texas, 
Wyoming, Utah, Colorado, Arizona, New 
Mexico, California. Commission basis 6%, 
payable monthly. Address B-746, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, A 


WANTED—Salesmen to sell complete line of 

men’s spats as side line. Most territories 
open. Address reply, specifying territory now 
being covered, to B-750, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 








LINE WANTED 


ANUFACTURERS’ line of children’s and 

growing girls’ McKays or_Welts to sell 
to volume users in the East. Have specialized 
on this type account for past five years. Sales 
record will stand investigation. Address B-747. 
care Boot and Shoe — 239 West 39th 
Street, New York, | A 








FOR RENT 





OR RENT—Space for Shoe Repairing in 

long established family shoe store in Chi 
cago. Corner store busy street, repair dept 
can have own side entrance Address B-748, 
care Boot and Shoe Recorder, 189 West Madi 
son Street, Chicago, TI. 





OR RENT—100%. store location, Pittston. 

Pa. Shoe ee for past 6 years, now va 
cant. 12 x . new two window front 
HARRY lL. FIRESTE IN, 305 Wackawanna 
Avenue, Scranton, Pa 








BUSINESS OPPORTUNITY 





I AM doing a very good shoe repair busi 
ness in a store where there is plenty of 
room to add men’s shoes. If you have a 
small amount of monev to put in a stock, the 
rent, etc.. is very small. Store located in live 
town in Eastern Massachusetts. Address B-752. 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








WANTED TO BUY 


ANTED TO BUY—Modern old established 

family Retail Store, selling quality lines, pre 
fer location in Michigan, will consider Indiana 
or Ohio. ith yearly sales from $65.000 to 
$125,000. Have considerable cash to invest in 
the right store now showing a good net profit. 
Address B-751, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 
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SHOE STORE 
FOR SALE! 


If you want health, happiness, 
and prosperity consider this— 


STABLISHED 5 years 

in one of the most 
healthy and wealthy towns 
in Northern California, 
catering to a consistently 
prosperous family trade, 
and drawing from a fast- 
growing population of over 


30,000. 


It’s a good town—lI’m 
going to spend the rest of 
my life there. And it’s a 
good business that has paid 
me a good salary, and has 
shown a consistent profit for 
the past four years. The 
stock is clean, the fixtures 
are up to date, the location 
is the best in town, and the 
rent is moderate. 


Now I am offered a 
greater business opportu- 
nity in another line and will 
dispose of this money-mak- 
ing store at an attractive 
price. Write or wire for 
further particulars. 


Address Mr. D. M. Smith 
234 Rialto Bldg., San Francisco, 











Window Fixtures 
For Sale 


Variety of slightly used, very high 
grade beautiful window furniture 
consisting of various sizes of wood 
benches, consoles and corner tables; 
also glass pedestals. Price ex- 
tremely low. 


MALING BROTHERS, INC. 


6256 South Halsted Street, Chicago 











FOR SALE 


pagan A curipoes factory now in opera- 
tion ma 20 cases Ladies’ Fine Compo 
Novelties iy. Space and layout for in- 
creasing to 40 cases. Favorable rental, won- 
derful building, Boston district. On account 
owner devoting entire time . —— ry 
connection. Address B-753, 

Receder, 239 West 39th sirest,” jy York. 
N. Y. 














HOE store, men’s, 4-year lease; Times 
Square section; can add ladies’; sell $3,000. 
ART, 106 West 45th Street, New York. 














MERCHANTS’ NEEDS 








PATENTS 











THE HECHT FIXTURE CO. 


NEW YORK 
SHOW ROOM 
142 WEST 38th ST. 





CHICAGO 





This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 


Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 

Send for Samples 
Window Fabrics 
and Valances 
Everything in Fix- 


tures 


233 South Wells St. 











Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 








Window Becssation 
amé maker o 
Artistie Price Tickets 
fatest in Imported and Domestie Bot! 
Paper, ete., in Season, 
Samples mailed free on request. 
EMIL RUBLACK 





BEADED BUCKLES 


No. 1581—75c Per 


Sample Assortment fer Your 
Cheerfally Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation jer 
the Retail Store 


17 WEST 17th ST., NEW YORK 








140-142 West Broadway 
Beteblished 1908 New Yerk 

















WANTED TO PURCHASE 








ot ANIY ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The pong merchandise at the right price 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER co., INC, 

624 Broadway New York 
Phone Spring 14438 








WOVEN 
FN =3 aS 


We are open to 


BUY FOR CASH 


retall stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assumed 
POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 0352 





The DISTINCTIVE and 





PERMANENT MARK 


F.H.KLUGE 
hat (emer) 


I9W 347T#ST. NY.C. 
-NONne WISCONSIN ol fot @) 





T® BE SURE YOU REOCEKIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid 
(Batab. 40 years.) Cash transactions 


Bxport Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y 
Telephones Canal 6874 and Canal 0655 








(PATENTS 


Time counts in applying for patents. Don’t 
risk delay protecting 

sketch or atle Pfor instructions = 4, ~ for 
FREE book, ‘How to obtain a Patent’ and 
“Record of Invention” form. No charge for 
information on how to proceed. Communications 
strictly confidential. Prompt, careful, efficient 
service. Clarence A. O’Brien, Registered Patent 
Attorney, 453-C, Security Savings and Comm’) 
Bank Building (directly across street from U. 8. 
\ Patent Office), Washington, D. O. 














S TATEMENT of the ownership, management, 
circulation, etce., required by the Act of Con- 
gress of August 24, 1912, of ‘‘Boot and Shoe 
Recorder’’ published weekly at New York, N. Y 
for April 1, 1930. State of New York, County of 
New York. 

Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared William 
M. Le Brecht who, having been duly sworn ac. 
cording to law, deposes and says that he is the 
Business Manager of the Boot and Shoe Recorder 
Publishing Co., Publishers of the Boot and Shoe 
Recorder, and that the following is, to the best of 
his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by 
the Act of August 24, 1912, embodied in section 
411, Postal Laws and Regulations, printed on the 
reverse of this form, to wit: 

1. That the names and addresses of the 
lisher, editor, managing editor, and business : 
agers are: Publisher, Boot an! Shoe Rec 
Publishing Co., New York, N. Y.; Editor, Ar 
D. Anderson, Great Neck, N. Y. Managing Ed 
Arthur D. Anderson, Great Neck, N. Y. ; Busi 
Manager, William M. Le Brecht, Hingham, Mass 

2. That the owner is: (If owned by a cor 
poration, its name and address must be stated 
and also immediately thereunder the names «und 
addresses of stockholders owning or holding é 
per cent or more of total amount of stock. If not 
owned by a corporation, the names and addresses 
of the individual owners must be given. If owned 
by a firm, company, or other unincorporated « 
cern, its name and address, as well as those of 
each individual member, must be given.) Owns 
United Publishers Corporation, 239 W. 39th 
New York, N. Y. 

(Stockholders of United Publishers Corporation 
owning in excess of 1%); United Business Pub 
lishers, Inc., 239 W. 39th St., New York, N. JY 

Stoc kholders of United Business Publishers, Ir 
owning in excess of 1%: C. S&S. Baur, 3559-164th 
St., Broadway, Flushing, L. I., N. Y¥.; George H 
Buzby, Philadelphia, Pa.; Anna B. irenh, Pleas 
antville, N. Y.; Fritz J. Frank, Pleasantvilie, 
N. Y¥.; Lee, Higginson & Co. (Partnership) New 
York, N. Y.; C. A. Musselman, Philadelphia, Pa 
A. C. Pearson, Montclair, N. J.; Lelia C. ar 
son, Montclair, N. J.; Frederic ©. Stevens, 
West End Ave., New York, N. Y.; (A) F rederic 
C. Stevens Co., 23 Prospect Mt By Montclair 
n.. 2 

NOTE: Stockholders of (A) Frederic C. Stevens 
Co.; Velma 8S. Stevens, 325 West End Ave., New 
York, N. Y¥.; F. C. Stevens, Jr., 325 West End 
Ave., New York, N. Y.; Velma I. Stevens, 325 
West End Ave., New York, N. Y.: Frederic | 
Stevens, 325 West End Ave., New York, N. Y 
Ruth S. Kane, Montclair, N. J. 

8. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per 
cent or more of total amount of bonds, mort 
gages, or other securities are: (If there are none 
so state.) 

None. 

4. That the two paragraphs next above. giv 
the names of the owners, stockholders, and s¢ 
curity holders, if any, contain not only the li 
of stockholders and security holders as they ay 
pear upon the books of the company but also, i 
eases where the stockholder or security holder 
appears upon the books of the company as truste 
or in any other fiduciary relation, the name of 
the person or corporation for whom such _ truste 
is acting, is given: also that the said two para 
graphs contain statements embracing affiant’s fu 
knowledge and belief as to the circumstances 
and conditions under which stockholders and sé 
curity holders who do not appear upon the books 
of the company as trustees, hold stock and _ s¢ 
ecurities in a capacity other than that of a bona 
fide owner; and this affant has no reason to be 
lieve that any other person. association, or cor 
poration has any interest direct or indirect 1: 
the said stock. bonds, or other securities than as 
so stated by him. 

5. That the average number of copies of eact 
issue of this publication sold or distributed 
through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown 

(This information is required 
from daily publications only.) 

William M. Le Brecht, business manager. Sworn 
to and subscribed before me this 31st day of 
March, 1930. 

Tulia ©. H. Allen 
(Seal) Notary Public, New York County 
Clerk’s No. 170. Register's No. 2A-131 
(My commission expires March 39. 1932.) 
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BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 








Milbradt 
Manufacturing Co. 
Established 1606 
2416 Ne. 10th Street 
ST. LOUIS, MO. 








Venus Arch Support Co. 
(Not Inc.) 
Venus Arch Supports. 
Venus Foot Appliances. 
Everything for the feet. 
Anderson Endrea, Manufacturers’ Agent 


Security Building, Madison & Wells Sts. 
CHICAGO, Illinois 











SHOE CARTON LABEL 
SPECIALISTS 
| | PRINTERS. DESIGNERS AND ENGRAVERS | 


iil THE AMERICAN PRINTING ° LABEL CO 
Nui 314-316 E.12th St, CINCINNATI. OHIO 


Minile how fot Samples | 





BLANCO 


KEEPS WHITE SHOES 
WHITE 

In tubes ready for use or in 
cake form 


LAING HARRAR & CHAMBERLIN 
48 N. 3rd St, ee 3 
SOLE AGENTS FOR , STATES 








gz hin, f Y Winde 
a turistic ic ‘Displays and ansed 


Draping 
ats. Send for Faney Paper Beok- 


DAVD’S DISPLAY DECORATIONS 
118 West Broadway, New York 














WINDOW 
DISPLAY F ~ uateaes | 


SEGALLE "SON S} 


933 ARCH ST. 
P HILADELPHIA, PA. 


ARE BUSINESS GETTERS | | 
SEND FOR CATALOG 
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YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system 
foot correction; readily learned by any- 
one at home in a few weeks. Hasy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 

uired or goods to buy; no ney or 
soltatt ng. Address Stephenson bora- 
tory, 21 Back Bay, Boston, 





HOTELS 








shore 
Winton 


Hospitality 


The Hotel Sinton is famed 
for its friendly, comfortable, 
home-like atmosphere. New- 
ly remodeled, beautifully 
furnished. Every modern 
convenience. Bath and ser- 
vidor in every room. Five 
convenient dining rooms. 
Most desirable location. 125 
sample rooms—the best in 
the country! 


Hotel Sinton 


Cincinnati's Finest Hotel 


John &. Horgan 


MANAGING OIRECTOR 











Jordan Marsh Introduces 


““Reheel’’ Shoe 


Boston, Mass.—A new “reheel-it- 
yourself” shoe has been introduced and 
advertised here by the Jordan Marsh 
Co. and is attracting considerable inter- 
est because of its novelty. At present, 
the arrangement is being used on high- 
heel slippers only, but it is stated that 
the idea will soon be seen on cuban 
heights as well. 

Each heel has a special toplift which 
can be pulled off when it is worn down, 
and a new lift inserted in its place. A 
triangular wedge attached to the 
leather toplift fits tightly into a slot 
of corresponding size in the heel, and 
is so secure that there is small danger 
of the lift coming off while being worn. 
The wedge extends about an inch into 
the heel, and can be removed only by a 
strong pull directly downward. 


Harry Rungan Appointed 
Representative 


PORTLAND, ORE. (UTPS)—Harry H. 
Rungan has recently been appointed 
representative for Hamilton-Brown 
Shoe Company. He reports consider- 
able interest being taken in the com- 
pany’s national broadcast including the 
“Sketch Book” program. 
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STEEL ADVERTISING 
fe SPECIALTIES 


Button Hoekes 

Boot Hooks 

Shoe Horns 
Put Back (soap 
stone) Shakers 
Window Reachers 
Window Hooks 


J. L. SOMMER 243° 
ESTABLISHED (876 
NEWARK NEW JERSEY 
LARGEST MANUFACTURER IN THE WORLD 








ESTABLISHED * 


LABE L S 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


a ar) " 
23° 21 LEXINCTON AVE , BRODKLYN.NY¥ 


AMERICA’S CREATEST 
SHOE CARTON @ LABEL MFCS 


Some of the finest shoe 

stores and departments 

in the country have 

installed this de luxe 

Heywood-Wakefield 

chair. Other styles are 
also available. 


HEYWOOD-WAKEFIELD 


Baltimore Los Angeles 

Boston New York 

Buffalo Philadeiphia 

Chicago Portland, Ore. 
San Francisco 





Wise Moves Offices 


NEw YorK—The executive offices of 
Wise Shoes, Inc., which have hereto- 
fore been located in the building at 121 
Duane Street, have been moved up- 
town, and are now in new quarters on 
the floors above their main retail store 
at 384 Fifth Avenue. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


OW much profit is made on an eight 
dollar shoe, costing four dollars 
and eighty cents, that stays in stock 
six months? It might be sold at eight 
dollars but more likely at five seventy- 
five figuring its depreciation at approx- 
imately one and one-half cents per day. 
We approach the problem of charg- 
ing each shoe a daily rental as a new 
method of getting more shoes sold 
sooner. If we can help reduce the 
shelf-consciousness of all footwear in 
1930 we will have contributed largely 
in developing a new economic order. 


AAA 


VER think what would happen to 

your business if you stepped out, 
say for six weeks or six months? 
Would “the boys” be able to carry on, 
or would the whole place go to the 
bow-wows? Time to plan for emer- 
gencies is before they happen. A big 
business executive once said that if any 
one of the key men in his organization 
resigned, all he would need to do would 
be to hire a new office boy. 

Too many shoe stores are one-man 
stores, in that the boss alone does the 
thinking and planning. Next week we 
tell the story of a man who trains 
salesmen to think in terms of manage- 
ment. It’s a story of absorbing interest 
with a real message for merchants. 
Look for it in the April 19th RECORDER. 


AAA 











INVISIBLE 
MIDDLESOLE 


Progress invented the great loom and banished the spin- 
ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement . 


Leading shoemen, the country over have acclaimed 
Invisible Middlesole—the outstanding achievement 


in. modern shoemaking. 


This scientific method of bottom filling means greater 
efficiency for the Manufacturer — more sales for the 


Retailer and much more comfort and wear for the Consumer. 





BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
Statler Building Boston, Mass. 
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